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Take a letter from A/ to Z 


When you turn the telephone 
dial you are taking control of one 
of the world’s largest and most in 


genious machines. 


It is a giant mechanical brain 
which remembers and passes along 
the letters and the numbers you 
select. It sets up traffic lights to 
hold the road open, and _ reports 
back if the telephone you want to 


reach is busy. 


Dial has made great strides in 





recent years, but greater things are 


in store. 


Some day, Bell Telephone Labora 
tories will make it pe issible for you 
to dial across the United States as 
simply and promptly as you dial a 


neighbor now. 


All of this is part and parcel of the 
over-all Bell Laboratories program 
—to help the Bell System keep on 
giving you the world’s finest 


telephone service. 
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huying than ever before. A new method 
of canvassing retail store customers to 
learn what they want to buy and what 
brands they prefer is described in detail 
in October. To any manufacturer with 
products to sell to retailers this report 
comes under the heading of “must” read- 
ing, we believe. 

Have you thought of shipping more of 
your products by air freight? Of course, 
if you are in the coal mining business 
there isn’t much opportunity for deliver- 


make style goods; raise flowers, or fruit, 
or vegetables, or a thousand and one 
other perishable or seasonable products, 
you may be especially interested in a 
report on air freight in October. Then 
there is a story on personnel testing 
which shows what can be done to improve 
the personnel coming into a_ business. 
And a news report on a group of food 
stores which are planning to add 50 per 
cent to sales by selling new lines, previ- 
ously not sold by grocers. 
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An ally of modern management, 
Reynolds and Reynolds is one of 
the world’s largest suppliers of 
printed or lithographed control 
and operational forms. 
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Auditors’ Annual Conference 
To the Editor: 

Enclosed is a press release of the 
forthcoming fifth annual conference of 
the Institute of Internal Auditors, to 
he held at the Roosevelt Hotel, New 
York City, October 6 to 8, 1946.—A. 
Howarp, chairman publicity committee, 
Institute of Internal Auditors, New York. 

Mr. Howarp: Your letter arrived too 
late to include the notice in any depart- 
ment of this issue except here. We are 
glad to inform the readers of this de- 
partment that the program includes a re- 
ception at the Roosevelt Hotel, Sunday 
afternoon, October 6; annual business 
meeting and election of officers, Monday, 
October 7. The Monday session also in- 
cludes a meeting on “Objectives of In- 
ternal Auditing.” Ralph K. Strassman, 
vice president, Ward Wheelock Com- 
pany, will be the featured speaker Mon- 
day evening. Tuesday afternoon there 
will be a conference session on “Co- 
ordination with Public Accountants.” 


Slidefilm Address 


To the Editor: 

In the August issue of American Busi- 
NEss you carried an article concerning a 
projector of outdoor advertisements that 
uses colored slidefilms. This article ap- 
peared on page 30. This organization is 
very much interested in the product men- 
tioned and would like to have the ad- 
dress of the company which is going to 
manufacture them. Would it be possible 
for you to send us their address?—P. E. 
Bruratrour, Judustrial Microfilming, 
Maywood, New Jersey. 

Mr. Brucarour: Yes, we are happy to 
send you the address. It is, Picture 
Recording Company, 1240 Lawrence 
Avenue, Chicago 40, Illinois. 








“File Trap” for Back Orders 


To the Editor: 

We recently received a copy of the 
Office Management Review and _ subse- 
quently subscribed to American Bust- 
ness. The Review contained the follow 
ing paragraph: 

“Harry L. Corley, Jr., office manager, 
of the A. S. Aloe Company of St. Louis, 
tells in American Bustness how he set 
up a simple form of ‘file trap’ which 
automatically matches up back orders 
with incoming merchandise.” 

After a search, the writer has been 
unable to locate the issue in which the 
above-described article appeared. 
Exvuiorr Norwatk, auditor, Barth Equip 
ment Co., Inc., New York. 

Mr. Norwartk: The article on “file 
traps” appeared in our April 1946 issue, 
titled, “A Better Way to Fill Back 
Orders.” 


Highly Specialized Restaurants 


To the Editor: 

We read with interest the news article, 
on page 43 of the August issue, concern 
ing the turkey restaurant in San Jose 
You mentioned that this particular res 
taurant was the most highly specialized 
one that you know of. 

We have two in Cincinnati that, I think. 
equal the San Jose restaurant. Ther 
has been in operation, for the last 4) 
years, a plain-looking restaurant know: 
as the Central Oyster House. They posi 
tively only serve oysters, and in onl) 
these three ways: Raw, stewed, and fried. 
In addition you can get a side order oi 
slaw, or French fries, tea, coffee, or milk 
They open on September 1 each vear. 
and close as soon as the weather gets 
warm; usually about the middle of April 
I have visited many so-called oyster res 
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taurants, in different parts of the world, 
ut they all have complimentary sea 
food in addition to oysters. 

The ether highly specialized restaurant, 
ocated in the same block as the Oyster 
House, is the Empress Chili Parlor. 
rhese people serve only chili, with beans 
yr spaghetti and Island 
wiches which are made with chili. With 
the exception of your drink and pie, that 
is all vou can get.-Lee AvGustTine, vice 
president, The Printing Machinery Com- 


Coney sand- 


pany, Cincinnati, Ohio. 

Mr. Aveustine: Thank you ever so 
uuch for your interesting letter. We 
could not have had on our thinking cap 
the day we wrote that the turkey pie 
restaurant in San Jose was the most 
lighly specialized restaurant of our ac- 
quaintance. Actually we know of the 
Morning Call restaurant in New Orleans 
where coffee and doughnuts are the sole 
items on the bili of fare. But we forgot 
ibout that when we wrote that San Jose 
story. We wonder how many other highly 
specialized restaurants our readers can 
recall? 


Back Issues Not Available 


l'o the Editor: 

May we have for use in our library the 
following tear sheets: 

“Facts or Bunk for Your Employees? 
Laws of economics can be made under- 
standable to employees, by J. F. Blair, 
\merican Business, September 1945. 
Mrs. Epvyrue G. Capreor, associate li- 
hrarian, Sterling Research, Inc., Stam- 
ford, Connecticut. 


” 


Mrs. Capreo.: We are sorry we cannot 
supply tear sheets of this article from 
the September 1945 issue. Our supply of 
back issues, except for the past few 
months, is completely exhausted. 


Public Relations, Again 


lo the Editor: 

I have delayed thanking vou for send- 
ing me the tear sheets on your two ar- 
ticles, “Business Looks at ‘Public Rela- 
tions’ ” and “Public Relations—A Two- 
Way Street,” because I wanted to let 
them soak in a bit. The effect of that 
soaking is akin to the effect of our 12- 
day draining of rag furnish for our paper 
machines—improvement in basic charac- 
teristics during the elapsed time. 

At times I enthusiastic 
ibout this problem of public relations in 
its broader aspects that I become critical 
of those who for reasons of their other 
business interests tend to dampen that 
enthusiasm. Articles such as yours, how- 
ever, which are widely read by these men 
of other interests are the best possible 
public relations for this new profession 
that could be devised in my opinion. We 
need more of them bylined by thinking 
men.—AL GIBNEY, manager of sales pro- 
motion, Strathmore Paper Company, 
West Springfield, Mass. 

Mr. Gipney: We _ appreciate 
thoughtfulness in taking time out to give 
us your valued opinion of our two ar- 
ticles on public relations. 
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You are looking at the only machine made that will 


typewrite complete letters of page or more in length 


from any selection of paragraphs. Its perforated record 


rolls carry from 80 to 160 standard paragraphs. Your 


typist merely addresses the letter and pushes the par- 


agraph selector button. The Auto-typist finishes the letter 


automatically at more than two times manual speed! 


PUSH BUTTON 
Auto-typist 


Permits: 


Automatic typing of ANY 
SELECTION from 80 to 160 
form paragraphs in any order or 
sequence 

e 


Or, any selection from 20 or 
more complete letters 


Typing of sales letters on any 
one or a variety of products 


Typing of answers to inquiries 
on large number of different 
products 


Typing of credit and collection 
forms with manual typing of 
dates, amounts, and nature of 
purchases 


Typing of subscription and 
renewal correspondence by 
publishers 


Typing of detail letters to 
physicians, dentists, or users 
from selections of paragraph 
covering various products 











HE everyday performance of this amazing 
machine is so spectacular that the listing at 
the side gives only a hint of its flexibility. 


Every man or woman responsible for production 
of sales or promotion letters, collection letters, 
or handling of repetitive correspondence will 
want the facts. 


See for yourself how one ordinary typist can 
use Auto-typists to turn out as many as 300 
perfectly typed letters a day, each letter 
different from each other, and each letter 
highly personalized with manual interpolation 
of dates, names, amounts, catalog numbers, or 
descriptions. Sounds impossible? Rush your 
name for new circular describing the PUSH 
BUTTON Auto-typist. We'll answer with an 
Auto-typed letter, typed for you as a demon- 
stration of the almost human flexibility and the 
superhuman speed of this machine. 


Use the coupon or your stationery. 


The Auto-typist, Dept. 39 


614 N. Carpenter St. 


The Auto-typist, Dept. 39 
614 N. Carpenter St., Chicago 22, I!linois 


Write to me on the Auto-typist and send with your specimen letter a circular describing the Push Button 


Model 
Name 
Company 


Address 


There is no charge or obligation 


Chicago 22, Illinois 






































“DITTO SAVES 


‘40,000.00 |. 


ANNUALLY, AS COMPARED 
WITH HAND COPYING” 


B. F. GOODRICH CO; 





















ORDERS, the life blood of business, are 
handled faster, more accurately, in greater 
volume and with less man power by Ditto 
than by any other means! With DITTO a single 
paper original makes all the multiple copies 
needed—no re-writing, no complicated typ- 
CNR uaa ing, no special skills required. Ditto’s new 
[eres eed folder, “An Order Billing System that Does 
nade 30% Everything,” explains how DITTO will carry 
the load for you. Write for it—and for an actual 
: set of forms showing how DITTO works. 
— ‘ ai No obligation, of course. 
PME son eh a re alll 


DITTO, Inc. 
2273 West Harrison Street, Chicago (2, Illinois 
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State Wholesale Grocery, 
Inc., of Chicago, reports the theft, 
by its 16-year-old, $30-a-week 
cashier, of $12,819. There is some- 
thing radically wrong with an ac- 
counting department which per- 
mits thefts of upward of $500 a 
day in cash to occur over a period 
long enough for an inexperienced 
cashier to embezzle better than 
$12,000. Some companies persist 
in saving money on accounting, on 
business machines and equipment, 
and on modern methods, only to 
lose many times the cost of modern 
equipment in other ways. This par- 
ticular money embezzled from the 
grocery wholesaler was spent in 
buying an automobile at $2,000 
above OPA ceiling. 


Southern Pacific has at last 
got its dander up at the air lines 
for their persistent use of the rail- 
road one-way fare in comparing 
rail and air line ticket costs. In an 
advertisement which is a master- 
piece of good-humored sarcasm, 
Southern Pacific reminds the air 
lines, “Most people have to get 
home sometime” and that it is un- 
fair to base comparisons on the 
one-way fare when the railroads 
grant a substantial discount for 
round trips, which the air lines do 
not. The railroads also carry chil- 
dren under 5 “free, gratis, for 
nothing”; children between 5 and 
11 inclusive, for half fare, which 
the air lines do not. More than 
this, the air lines include the cost 
of a Pullman berth in their com- 
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putations, despite the fact that 
the air lines furnish only seats in 
most planes. This, plus the sizzling 
blast against air line inefficiency 
in a national magazine, ought to 
make the air lines say “uncle.” 


Manufacturers of famed 
products are being practically 
blackmailed by certain financial 
adventurers. Here is the plan, ac- 
cording to Brand Names Research 
Foundation, Inc. Some outfit buys 
a quantity of merchandise from 
the government. Often this mer- 
chandise is damaged, spoiled, or 
deteriorated in some way. The 
dealer approaches the manufac- 
turer threatening to sell this mer- 
chandise unless the manufacturer 
buys it. Prices are often as much 
as 50 per cent more than the manu- 
facturer received from the govern- 
ment. The manufacturer does not 
want this damaged merchandise 
bearing his name to get into the 
hands of users. Yet he feels he 
should not be called upon thus to 
pay for the government’s wild ex- 
travagance in buying the mer- 
chandise and holding it until it has 
deteriorated. Actually what it 
amounts to is that the government 
is in league with unscrupulous 
dealers who are palming off mer- 
chandise, which may have been 
shipped overseas and back, as new 


goods. 


Kansas City Southern’s 
president, W. N. Deramus, an- 
nounces purchase of what is prob- 


ably the world’s largest and most 
powerful Diesel-clectrie —locomo- 
tive. Fairbanks, Morse & Company 
turned out the big locomotive at 
its plant in Beloit, Wisconsin. The 
big brute will develop 8,000 horse- 
power, and will have a maximum 
speed of 65 miles per hour. It will 
be used in the hills between Pitts- 
burg, Kansas, and DeQueen, Ar- 
kansas. The locomotive is actually 
four units of 2,000 horsepower 
each, and is 250 feet long. Gosh, 
what would the founder of this 
railroad, the erratic genius, 
Arthur Stilwell, say if he were alive 
to see this sort of motive power on 
the road he promoted to reduce the 
cost of hauling Midwest wheat to 


deep-water export ports! 


Reynolds Pen continues to 
make news. In August 1945 this 
company contracted for the manu- 
facture of 10,000 ball-pointed 
pens. Almost exactly one year later 
the company contracted with sup- 
pliers for the manufacture of 
5,000,000 Rocket Ball pens, a new 
model which will sell for $3.85, 
claimed to be the lowest priced ball 
pen on the market. Gimbel Broth- 
ers, the New York department 
store which introduced the first 
Reynolds pens last winter, con- 
tracted for 150,000 Rocket pens. 


George W. Mason, Nash- 
Kelvinator president, announces 
purchase of the Ford plant in 
Toronto, Canada, for the produc- 
tion of Nash automobiles there. 
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Sit down to this handsome new typewriter . . . for the typing 
thrill of your life! 
You sense something different the moment your fingers touch the keys. 
It's Rhythm Touch ... the latest development in Underwood's 
constant research to help make your work easier. 
There's new case for your fingers in the lightning response of every 
key. In the better balanced finger action. The effortless speed. The 
free-and-easy rhythm of the accurate. smooth-running mechanism. 
You'll do more work .. . better work . . . with less fatigue. Besides 
Rhythm Touch, and many other new refinements, you have all the 
time- and effort-saving Underwood features you've always enjoved. 
Insist on having this new Underwood Standard Typewriter. It’s a 
pleasure to work with ... a treasure to own. 


UNDERWOOD CORPORATION ... One Park Avenue, New York 16, N. Y. 


Udlori00dd wv LEADER OF THE WORLD 


Copyright 1946, Underwood Corporation 
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The company is manufacturing 
Kelvinator and Leonard refrigera- 
tors at its plant in London, On- 
tario, Canada. This plant will be 
continued in operation after the 
Ford plant is turned over to Nash- 
Kelvinator. 


Hotel Accommodations re- 
main overcrowded—in some cases 
the situation is worse than during 
the war. Nearly all Chicago hotels 
were announcing in mid-August 
that they were booked to capacity 
until after the first of September. 
One of the maddening things about 
this hotel business today is that a 
hotel employee will tell one pro- 
spective guest the hotel is booked 
to capacity, then a moment later 
hook a room for another guest. We 
mailed two letters to a certain 
hotel in July asking for reserva- 
tions. One letter was sent in error. 
But one letter brought back a 
turn-down from one of the hotel’s 
executives; the other letter, ad- 
dressed to another executive in the 
same hotel, brought back a reply, 
saying, “We have sect aside a 
splendid room for you.” There’s a 
lot of shenanigan in renting a hotel 
room these days. What once was a 
simple transaction of a moment is 
a complicated negotiation today. 


Sears Roebuck: is among the 
retail merchandisers which are fast 
learning to use airplane freight to 
annihilate distances. In the Denver 
area, Sears customers are given 
24-hour service on goods not in 
stock there, but which may be ob- 
tained from the larger Kansas 
City Sears’ warehouse. Each day 
orders from stores in Pucblo, Colo- 
rado Springs, and Denver are 
Teletyped to Kansas City. There 
the goods are loaded on planes, 
own to Colorado, delivered from 
the airport to customers by trucks. 
Customers pay 15 to 90 cents per 
100 pounds for this extra service. 
Sears pays the balance. For some 
months Sears-has been sending 
weekly shipments of dresses from 
its stvle headquarters in New York 
to Chicago, Dallas, Kansas City, 
and Los Angeles stores by plane. 
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The cost is said to be only 1 cent 
per dress more than slower forms 


of transportation. 


Washington visitors, who for 
5 long years got the cold shoulder, 
the haughty reply, and the up- 
turned nose from the city’s hotel 
clerks, will be ever so happy to 
learn that Washington hotel oe- 
cupancy in July was but 79 per 
cent, lowest of any city in the 
country. It must be wonderful to 
go into Washington and be able 
to tell a hotel man to go straight 
to hell, if you are so inclined. And 
we think there must be at least a 
million businessmen who will enjoy 
telling those Washington clerks 
where they may go. 


Stockholders who have often 
complained that highly placed 
officers in certain corporations 
own only enough stock to meet re- 
quirements for officers may be in- 
terested in another angle of this 
officer-stockholder matter. Nation- 
al Association of Credit Men as- 
serts it is not so bad as it first 
appears for an officer of a cor- 
poration to own but a tiny amount 
of stock. When this happens he is 
not tempted to declare unwar- 
ranted dividends at a time when 
the company might better use div- 
idend money as a reserve. NACM 
declares its files show a number of 
companies get into financial diffi- 
culty because of an injudicious 


dividend policy. 


Paul Hoffman submitted to 
Walter Reuther a list of strikes 
that have hampered Studebaker 
production. Mr. Reuther asked for 
a conference to see what could be 
done to speed production. Most of 
the automobile leaders declined to 
mect Mr. Reuther, but Hoffman 
agreed to, and sent him a month- 
by-month report on scheduled 
versus actual production. He also 
sent him a detailed list of strikes 
which have hampered production 
since August 9, 1945, when Stu- 
debaker produced its last military 
truck. Studebaker had scheduled 
3,000 cars for October 1945—pro- 


duced 6. For November 6,000 

produced none. For December 
10,000—produced 1,309. For 
April, May, and June the company 
had scheduled 25,000 cars a 
month, yet the highest production 
in any one month was June when 
9,694 cars were produced. Re- 
member this—Studebaker has had 
no labor troubles of its own. All 
the delays have been caused by 
strikes and stoppages in plants of 
suppliers. From October 1945 to 
the end of June, Studebaker had 
produced 43,011 cars, against a 
schedule of 134,500. Does labor 
really understand what it is doing 
to itself 
country’s economy—in keeping all 


to say nothing of the 


this work from being done? Labor 
may think it can be “made up.” 
But time lost and work lost are 


lost forever. 


General Motors released a 
statement on August 21 which 
seemed to make the company offi- 
cers happy. There were “only” 63 
strikes in General Motors supply 
plants. The previous week there 
had been 72. Up to August, Gen- 
eral Motors had turned out 292,- 
938 passenger cars, as compared 
with a production of 1,385,905 up 
to the same date in 1941. Labor 
is depriving itself of millions in 
wages. OPA’s new lease on life 
brought so many discouragements 
to certain manufacturers that all 
work was stopped on new models 


and improved products. 


Lyon Metal Products, Inc., 
whose campaign to obtain greater 
supplies of scarce sheet steel is de- 
scribed in the story, “One Way to 
Find Scarce Material,” appearing 
on page 20 of this issue, calls at- 
tention to an error. We say, “Lyon 
has 32,000 dealers.” This should 
have read, “32,000 dealers and 
customers.” The error was dis- 
covered after the form containing 
the story was printed, and we are 
glad to have this opportunity of 
correcting it. Obviously, a com- 
pany such as Lyon, even though 
its products are widely distributed, 
would not have 32,000 dealers. 











Recording device checks heat control 
on General Mills’ new Tru-Heat iron 


General Mills’ Bl 


Morris Graham, seated, directs prod- 
uct development of new appliances 





General Mills tests its management policies as care- 
fully as it does its food products. This has resulted in 
a management formula of 12 basic policies that helped 
build one of the largest milling empires. This expan- 
sion program ranges from vitamins to electric irons 





BY JAMES TURNER 


joe of General Mills’ prod- 
ucts have jumped from 84 mil- 
lion dollars in 1933 to almost 300 
million dollars last year, which is 
a 257 per cent sales increase in 13 
years. 

This spectacular sales record is 
the result of 12 basic policies of 
sound business management which 
have guided General Mills’ top 
executives in directing company 
operations. Today these funda- 
mental principles are leading the 
company into what may seem to 
outsiders to be strange fields. 

When it was announced General 
Mills was invading the home ap- 
pliance field with its own manufac- 
turing, sales, and distributing or- 


8 


ganization in competition with 
such giants as General Electric, 
Westinghouse, and a_ host of 
others, it put a question mark in 
many minds. 

“How and why,” people asked, 
“does the world’s largest flour mill- 
er get into the home appliance 
business? What have Wheaties, 
Cheerios, or Larro Feeds to do 
with household gadgets such as 
irons, pressure cookers, kitchen 
mixers, and coffee makers?” 

Top management men at Gen- 
eral Mills in Minneapolis had 
asked and found the answers to 


these questions. Board Chairman 
James F. Bell says, “You must fol- 
low where research leads.” 

















Interviews with homemakers helped 
to develop practical appliance models 


Putting this principle into ac 
tion, research has led General 
Mills to product diversification in 
such lines as: Grocery products, 
including dehydrated soup; the 
manufacture of new processing and 
packaging machinery; vitamins: 
wheat starch for paper sizing: 
chemicals; fats and oils; and 
flavoring extracts. During the wai 
the mechanical division was turn 
ing out gun sights and intricat: 
electrical systems to control tor 
pedo directors. 

Yet all the answers to how and 
why General Mills is entering th« 
home appliance field didn’t come 
out of the research department. 
Essentially decisions were the re 
sult of the 12 basic policies on 
which the company operates. Suc 
cessful development of General 
Mills into the world’s largest flour 
miller indicates these sound basic 
policies of business management 
are applicable to any business. 
Correctly applied, these same pol- 
icies plus competent — technical 
knowledge, should assure success. 
From this point of view, the choic 
of a field of operation is secondary. 

Some may feel that any business 
General 


operation, backed by 
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Typical homemaker agrees to test ap- 
pliance and keep performance records 


rint for Growth 


Heat iron, all appliances now in 


Mills’ vast resources, would be 
suecessful. However, in all these 
adventures into new fields, there 
lave been established competitors 
with equivalent assets. 

To top management men at 
General Mills it is not as strange 
as it may seem to outsiders that 
the company should enter the home 
appliance industry. Other fields 
were considered, but this seemed 
a natural choice. 

At war’s end General Mills had 
«a modern mechanical division oc- 
cupying 350,000 square feet of 
floor space, a million dollars’ worth 
of high precision tools, and 1,600 
skilled employees. 

For years the Betty Crocker 
Ilome Service Department has pre- 
sented recipes, menus, and nutri- 
tional information, which play an 
important part in the sale of Gen- 
eral Mills’ grocery products. It 
seemed logical that 91 per cent of 
the nation’s housewives who, ac- 
cording to a company survey, 
know of Betty Crocker, and the 56 
per cent who correctly identify 
her with General Mills, would 
readily accept appliances identi- 
fied with this homemaking service. 
With the exception of the Tru- 
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This graphic timetable shows the systematic plan General Mills will follow in 
the distribution and sale of Tru-Heat irons through 17 district managers 


development are for food prepara- 
tion. General Mills expects these 
years of close cooperation with 
homemakers to pay off in the home 
appliance field. 

Here is how General Mills is 
applying its 12 basic principles of 
business management to its en- 
trance into the home appliance 
field. One of these guideposts to 
company policy is the belief that 
scientific research raises the stand- 
ard of living in two ways: By 
making: it possible for people to 
buy new and better things, and by 
providing more jobs. 

Carefully laid research plans 
precede the launching of any new 
product by General Mills. An 
example of how profitable this 
system has been was _ illustrated 
several years ago when a question 
included in one survey asked how 
flour should be packaged. A_re- 
spondent’s reply, “Make it in bis- 
cuits,” revolutionized one aspect 
of the flour industry. A new prod- 
uct, Bisquick, was born with the 
innovation of the ready-to-bake 
biscuit mix. 


] 


“For years,” reports Leslie N. 


Perrin, executive vice president, 


“Bisquick has proved one of the 
most consistently popular prod- 
ucts General Mills ever marketed.” 

Extensive tests were made in 
advance of Kix and Cheerios 
which now have 12 per cent of the 
U. S. cereal market. Even visual 
and auditory tests devised by 
psychologists were used to select 
the names of the products. The 
same strategy is being used in the 
household appliance market. Gen- 
eral Mills’ appliances are being 
subjected to every known test. 

In bringing out the Tru-Heat 
iron, a large research staff dis- 
cussed with homemakers such de- 
sign factors as location of the tem- 
perature control dial, shape of the 
sole plate, cord length, and the 
most comfortable and convenient 
modeling of the hand grip. 

Research hasn’t been limited to 
product design and consumer de- 
mand. Surveys played an impor- 
tant part in setting up the sales 
and distributing organization to 
handle these appliances. 

“Months before the first home 
appliance items were made avail- 
able to retailers,” reports Joseph 
D. Kelly, central district manager, 
“17 district (Continued on page 44) 
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This puncture tester, being used to test the strength of 
container material, takes the guesswork out of packing 





Wire-stiffness tester shown here is another development 
that helps increase production and retain high quality 








Recent Devices That Help Management 


To Cut Costs and 
Control Quality 





New inventions are cutting costs, speeding production, 
and increasing quality in the manufacture of many 
items. Precision products that were once costly and 
slow to produce are today mass production items with 
better quality than ever. A GE engineer reports on 
these new developments, and tells how to use them 





BY HARRISON JOHNSTON 


Special Products Division, General Electric Company 


EW systems and new equipment 

now make it easy to adapt 
quality control techniques in manu- 
facturing mass production items. 
Precision products can be turned 
out with a speed and accuracy 
previously unknown. 

Quality control is a compara- 
tively new sampling method of 
speeding production, cutting costs, 
and maintaining quality. In the 
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development of this technique, be- 
cause many manufacturers were in- 
terested in large production runs, 
new machines have been developed 
such as: A wow-meter used in pro- 
ducing electric phonographs; a 
spectrophotometer for controlling 
color in manufacturing processes ; 
a magnetic comparator for testing 
undesirable qualities in metals; a 
radio-frequency capacitometer 








used to test electronic devices ; : 
photolight for testing the rotating 
parts of high-speed machines ; and 
a cushioning meter used to test 
packaging. 

These are just a few of the in 
struments that have taken much 
of the guesswork and rule-of-thumb 
methods of testing out of the 
manufacture of items that must 
be mass-produced yet retain high 
quality. Special devices have been 
developed to allow rapid and ac 
curate analyses of complicated 
equipment and materials that yes 
terday were laboratory experi 
ments. Today they are mass pro 
duction items. 

For many years electric phono- 
graphs were expensive, precision 
instruments that defied mass pro 
duction methods. Clarity of tone 1s 
the important factor in phono 
graphs. One way in which it can be 
insured is by controlling turntabl 
speed. Uneven speed results in 
“wows,” and makes piano music. 
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Duplication of color between lots and sustained quality 
ure insured by this device for accurately measuring color 


for instance, sound as though the 
piece were being played on a badly 
uned instrument. 

As long as phonographs were 
precision instruments, wow could 
he controlled by careful adjust- 
ment during assembly. This be- 
came impractical when the instru- 
ments began to be mass-produced 
to sell at perhaps $59.95 for a 
table model and $99.95 for a con- 
sole. Under these conditions a cer- 
tain amount of wow could be ex- 
pected. The problem was to de- 
termine the amount that would be 
tolerated before serious objections 
would be raised by the customer. 
Then it was necessary to develop 
an instrument to indicate that 
amount, and build and control-test 
the others to stay within those 
limits. The result was the wow- 
meter. 

Research showed about 1 per 
cent wow or change in turntable 
speed was readily noticeable. 
About 2 per cent was enough to 
make the most ardent jitterbug 
wince. Since expensive record play- 
ers on the market had wow values 
between 1 and 5 per cent, the new 
instrument would have to be ca- 
pable of measuring wow accurately 
within 1 per cent. 

An instrument was built which 
helps mass-produce quality elec- 
tric phonographs and will be useful 
as a testing device for radio. 

Color and appearance are im- 
portant factors in manufacturing 
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and selling. In some fields exact 
duplication of color between lots 
and sustained production runs 
have become necessities. The hu- 
man eve cannot be trusted in this 
work. Chemists, plastics manufac 
turers, printing ink developers, 
textile designers, and pharmaceu 
tical houses wanted an instrument 
to do color measuring for them. 
The recording photoelectric spee- 
trophotometer was the result. 
Uniformity is another important 
feature in any mass-produced item 
to insure standardization and effi- 
cient cost control. To insure uni- 
formity in many manufacturing 
thick- 


ness gauges were developed to 


processes elect romagnetic 


measure and test for uniformity 
of thickness of paint on automo- 
bile bodies, washing machines, and 
transformer casings. 

Equipment has also been devel- 
oped to detect undesirable quali- 
tics in metals. A magnetic com- 
parator was invented which com- 
pares the sample to be tested with 
previously established standards. 

During the war one of the larg- 
est fabricators of tank treads 
found several million pins used to 
hold the tread on tanks had been 
emptied into one bin. It was dis- 
covered half of these pins had been 
hardened, half had not. The un- 
hardened ones were unusable. The 
usual method of identification— 
the standard hardness test—was 
an impossibly long procedure. A 





This device, developed by General Electric, is being used 
here to detect the undesirable qualities in metal products 


magnetic comparator was used 
and 72 hours later the entire Jot 
had been separated. 

Another new development in 
quality control was worked out by 
GE engineers who developed a tester 
to measure wire stiffness. This de- 
vice determines whether one type 
of wire can be satisfactorily sub- 
stituted for another, or if the wire 
will meet requirements. 

The “water-sparker tester” has 
proved effective in testing large 
quantities of low voltage cable that 
previously had to be inspected 
visually, 

A new device now used to meas- 
ure the toughness of insulation on 
film-coated wires in an electronic 
meter. It measures the insulation 
resistance during the manufac- 
turing process. If faults are found, 
they can be corrected before the 
product leaves the factory. This 
meter is an effective service unit. 
Tests can be made on equipment 
already installed, indicating the 
condition of the insulation, so pre- 
ventive maintenance can be per- 
formed promptly. 

The electronic industry had the 
problem of insuring uniformity in 
mass-produced, highly — sensitive 
tubes and circuits that yesterday 
could be tested and checked only 
by complicated laboratory meth- 
ods. For instance, regulation in 
making radio and X-ray tubes is 
important in insuring final quali- 


ty. A spect ro- (Continued on page 39) 
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TexTan gives a dinner for General Wainwright (center). C. C. Welhausen, the 
ex-banker who pulled TexTan out of failure, sits in the right foreground 











800 Jobs from One 
Sales Idea 


They tanned hides but could not sell the leather. A 


banker said, ‘‘Make the leather into western belts, 
saddles, billfolds.’* Now eight plants cannot keep — 
up with the demands for the unique leather. goods - 


made by TexTan in the tiny Texas town of Yoakum sd 


ra | 


BY RUEL McDANIEL 


HEY said you couldn’t tan 

leather in Texas, the prime 
source of raw hides. They said if 
you did manage to tan leather in 
Texas, you couldn’t sell it. 

C. C. Welhausen’s limited busi- 
ness experience had been confined 
to a couple of banks. So he couldn’t 
actually know about these tech- 
nical matters. Not knowing these 
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things couldn’t be done, he simply 
went ahead and did them. 

Actually, he did not prove hides 
could be tanned in Texas. That 
had been done by others before 
him. He picked up where they 
stopped and perpetuated — the 
proof. 

The Texas Tanning & Manu- 


facturing Company started in 





Yoakum back in 1919. The backers 
thought it would be the most 
logical thing in the world to tan 
leather down there in the banner 
hide state of the country. It should 
be much simpler to ship tannic 
acids from the East to turn hides 
into leather than to ship raw hides 
to the East to the acid supply. 
The tanning industry developed 
in the East because it had the right 
kind of trees—chestnut, hemlock, 


and oak—to produce tannic acii. 


“corner” on the domestic 


Having a 
supply of acid, the East even 
tually cornered the tanning and 
leather industry of the country. 
These experimenting Texans 
considered that inequitable. They 
would bring the acid to the hides, 
and develop a leather-producing 
industry to supply Texas needs. 
And they would save two freig)it 
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A corner of the saddle plant, where hang 
out 30,000 handsome western saddles eaj 
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ed with modern line production, turns 
ro, Texas, which will be sold in 48 states 
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burdens—on the hides up and on 
the leather back. 

Eventually they did turn Texas 
hides into Texas leather ; but there 
was alot more to it than that. The 
company faltered and another 
ownership took over. It fared no 
better. It was producing leather. 
The management had overlooked 
one basic principle: The Southwest 
had been taught for a century 
that only the industrial East could 
produce leather. When the Yoakum 
concern did perfect a satisfactory 
tanning technique, the Southwest 
would have none of the leather. It 
wasn’t from the East, so it wasn’t 
any good. 

So in 1929 the local bank had a 
tanning business on its hands. It 
had a lot of other troubles besides 
that, and eventually the bank itself 
went the way of the tannery. 

C. C. Welhausen, a comparative 
youngster at that time, was an em- 
ployee of the floundering bank. He 
had graduated from the Univer- 
sity of Texas and had majored in 
banking. A postgraduate tie-up 
sent him to the Chase National 
Bank in New York for an ap- 
prenticeship in practical banking. 
Finishing this, (Continued on page 48) 
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Texas Tanning & Manufacturing Company takes its products right to the 
‘*horsey’’ set of Southern California in this atmospheric Los Angeles showroom 








‘‘Cuero”’ is Spanish for leather, and here, appropriately, we think, TexTan 
has its saddle factory at Cuero, Texas, once famous for its ‘‘turkey trot”’ 





Here is the main plant and office at Yoakum, Texas, where Texas Tanning & 
Manufacturing Company saved a defunct business, turned it to a big success 
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Main aisle of the new Owl-Rexall store at Hollywood and Vine, famed corner in the motion picture capitol of the world 


Air conditioning, high-level lighting, liberal use of mirrors, specially built fixtures and high ceilings are features 


Owl-Rexall “Super” 
Drug Store 





LANNED to set the pace fo 

many Owl, Rexall, Liggett’s o 
other stores affiliated with United 
Rexall Drug, the new store at Hol 
lywood and Vine, in Hollywood, 
California, has a number of fea 
tures which may influence drug 
store design in the future. 

Manufacturers and wholesalers 
may be interested in studying this 
store because its features sho 
what the future drug store may | 
like and how merchandise will | 
displayed. 





Soda fountain waitresses pile dirty 
dishes and silver on an endless con- 
veyor belt. Prescriptions go up to th 
prescription department on a dumb 
waiter to the store’s mezzanine floor 
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With high ceilings, light pastel 
colors, specially designed lighting, 
the interior almost makes you gasp 
in admiration. Solid glass, floor- 
to-ceiling doors, columns mirrored 
on four sides add to the illusion 
of greater space. 

In this store the pharmacists 


are specialists and are not required 
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to sell electric appliances or make 
sandwiches or banana splits. 
Direct 
from the prescription department 
to the offices of all doctors in the 


Taft building and there is a sick 


telephone lines extend 


entrance from the store to the 
elevator lobby of the building. 


Every idea in the store which 


proves sound will be described and 
later recommended to all Rexall 
stores throughout the country. 
Many druggists have visited the 
store and it is expected that other 
stores of similar style and design 
will be built as fast as merchants 
can obtain the necessary materials 


and equipment. 


15 








ecords Put Sales 
acts to Work 





Growth of every business 
depends on its sales pro- 
gram. Here is a case his- 
tory of how Solventol 
Chemical Products con- 
trols sales, prepares budg- 
ets, schedules production, 
plans advertising, and di- 
rects its field crews, with 
the aid of a visual sales 
analysis control system 





BY R. G. FRENCH 


VISIBLE-CARD sales record 
system, recently installed at 
Solventol Chemical Products, Inc., 
Detroit, shows at a glance just 
about everything the busy sales 
executive needs to know concerning 
sales effort and sales results. It is 
being used for several other pur- 
poses, as well, and has proved its 
worth many times over, according 
to Joseph A. LePage, sales control 
manager. 
Solventol has installed two such 
systems, in fact: One for the in- 
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dustrial division, the other for the 
household package division. The 
two systems are identical except 
for the arrangement of the cards. 

Solventol house cleaner is a syn- 
thetic 
sold in packages for household 


base cleaning compound, 
uses. The household line is dis- 
tributed chiefly through wholesal 
and retail hardware and grocery 
outlets, chain stores, and depart 
ment stores. 

Though the corporation has had 
intensive distribution of the house- 
hold product, the war and material 


shortages prevented national dis 





tribution until the current year 
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During the war major effort was 
directed to materials and services 
for war materials production. 

Customers’ quotas and purchase 
records, formerly were posted on 
individual cards and kept in a file 
of the semiblind type. The objec 
tion to this, Mr. LePage said, was 
the difficulty in finding the infor- 
mation desired. Information posted 
on the cards was not as complete 
as the company wanted. 

For these reasons, the manage- 
ment began investigating other 
sales record systems during the 
summer of 1945. Several were 
found which would serve the pur- 
pose. The deciding feature of the 
one selected was an arrangement 
which shows at any time both the 
ictual total sales to a given cus- 
tomer to date and the percentage 
of that customer’s annual quota 
represented by total sales to date. 

Two cards, each 8 by 5 inches in 
size, and several flyleaves are 
used in both installations. One of 
the cards is called a history card 
and is essentially a record of calls. 
The other is a permanent sales rec- 
ord card, The flyleaves are used 
for day-to-day posting during the 
month. At the end of the month, 
totals are transcribed on the cards 
and the flyleaves are discarded. 
The two cards are kept in facing 
pockets in trays, each of which 
holds 65 sets of such cards. 

Under the present organization- 
al setup, the country is divided 
into districts, with a district man- 
ager in charge of each. Districts 
are numbered. An annual quota, 
based on sales and on projected 
potentials, is established for each 
district, for each large city in each 
district, and for each account. 

Customers are not told they 
have been assigned quotas, and 
there is nothing arbitrary about 
this. Something of the kind is 
necessary, however, in order to de- 
termine budgets and production 
schedules, as well as to establish 
goals. The corporation’s repre- 
sentatives are informed of the 
quotas. They are kept informed of 
their progress in meeting them by 
semimonthly reports from the 
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At Solventol Chemical Products, Inc., visible margins of these cards tell at 
a glance which accounts, grouped by districts, are ahead or behind sales quotas 


Solventol home office in Detroit. 

Cards are arranged in the filing 
trays alphabetically, by customers. 
The trays themselves are arranged 
by districts. It is not always pos 
sible to remember offhand in which 
district a given town or customer 
is located, so a cross-index is 
mounted on top of the filing cabi- 
net. The name, address, kind of 
business of each customer, and the 
district, are typed on a narrow 
veneer wood strip. The strips are 
mounted in panels on a wing-type 
fixture, with alphabetical index 
tabs on the panels. 

In the front of each tray are 
quota cards and accompanying 
flyleaves for each district and each 
principal city in the district. Inas- 
much as individual sales are posted 
on the flyleaves, several flyleaves 
are required to hold a month’s 


sales. They are numbered consecu- 


tively as the Vv are filled in trays. 
The history card is ruled on one 
sick only to provide a record of 
calls for 5 years, together with re 
marks or pertinent comment of 
any kind. At the top margin of 
this card are spaces numbered 
from 1 to 8, and beneath these are 
the names of the months. The nu- 
merical system divides the month 
into 10-day periods. A colored 
flag with a notch in it is placed 
over the proper number to indicate 
the period in which the last cail 
was made on each customer. 
Horizontal columns beneath thi 
names of the months provide 
spaces for entering a summary of 
calls in each period of cach month 
for 5 years. Sales representatives 
submit daily reports of calls. These 
are posted to the cards immediate 
ly after being reviewed by sales con 


trol manager. (Continued on page 46) 
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Ample parking space for employees’ cars, room for expansion, horizontal instead of vertical transport of merchandise 
within the building, plus modern ideas for speeding paper work, will pay for this modern building now being completed 


‘Taking a Big Bite 
Out of Costs 





New two-story building, with merchandise on pallets, 


prepunched cards for each item in inventory, and other 


cost-cutting ideas, is expected to amortize itself in 


fifteen years for Brunswig Drug Company, Los Angeles 





HEN the Brunswig Drug Com 

pany moves into its new two 
story office and warehouse late in 
1946, the electric fork truck will 
have passed another milestone in 
its bid to revolutionize warehousing 
and the handling of merchandise 

Brunswig Drug Company was 
established in Los Angeles 58 
vears ago. Like so many other 
wholesalers, it was in a building at 
the edge of a retail district. The 
growth of the business made it 
necessary to add extra space, to 
take over nearby buildings, and to 
make many compromises with eff- 
cient operating. 

In 1939 the company bought 
property in Vernon, an industrial 
suburb of Los Angeles, and began 
planning a one-story building. The 
war put an end to this planning. 


The tremendous sales increase dur 
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ing the war made it necessary to 
add another story to the plans, or 
to abandon the property. Because 
they wanted ample parking space 
and some reserve space for future 
expansion, it was decided to erect 
a two-story building. 

Well along toward completion, 
the building will be partially air- 
conditioned, lighted with fluores- 
cent equipment, the offices acous- 
tically treated. 

It is on a 7-acre tract, and the 
building is set back 50 feet from 
the property line. It will be 362 by 
312 feet. Huge laminated trusses 
supporting the roof will eliminate 
many pillars, and the bays will be 
24 by 24 feet. 

A display room, arranged as the 
company feels a retail store should 
be arranged, will be one of the 
features. An instruction or meet- 








ing room with a capacity of 100 
people will be another feature. 
This room will be used for training 
employees, training salesmen, for 
the exhibition of manufacturers’ 
films. It will be made available for 
sales meetings of manufacturers 
whose lines and products the 
Brunswig people represent. 

Brunswig serves the southern 
section of California and Arizona, 
Southern Nevada, Western New 
Mexico. About 45 salesmen travel 
for the company. A separate divi- 
sion which will have an adjoining 
building handles liquor. 

According to Elmer V. Staude, 
vice president and general mana- 
ger, many savings are anticipated 
in the handling of the company’s 
business in the new plant. 

The first floor will be used en- 
tirely for the storage and handling 
of full package merchandise. A 
large part of this stock will be 
maintained on pallets and han- 
dled by electric fork trucks. On the 
second floor the broken package, 
or re-pack, merchandise will be 
stored. The second floor stocks will 
be arranged so the full package 
stocks below will be in the same 
position. A minimum of handling 
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vill be necessary with this method. 
Mr. Staude explained that econ- 
nies in the new building will be- 

in with the receipt of the order, 

is well as with the receiving and 
indling of the merchandise. 
Prepunched I.B.M. tabulating 
irds will be maintained for every 
about 30,000 items. 
on receipt of each order it will 


min stock 


sent to the tabulating depart- 
nt where the proper cards will 
selected by the sorting machines. 
rom these cards the customer’s 
nvoice will be electrically ex- 
nded, computed, and written. 
Both a written description and 
unbers will be used as precau- 
ms against errors and to speed 
ecking. 

Che invoices will be placed on 


s 


‘sony express” trucks, a small 
platform truck, with two trailers. 
‘These trucks will travel a planned 
mte through the aisles. Order fill- 
rs will stop the trucks, fill the 
merchandise from their sections, 
uvl send them along to the final 
issembly and packing. Where one 
order calls for merchandise from 
both floors, copies will go to each 
Hoor, and the merchandise from 
both floors will meet at a packing 
ind assembly station. 

Clerks at the final assembly will 
‘heck the orders, record any back- 
ordered merchandise, and correct 
the invoices when necessary. 

This system will eliminate con- 
siderable paper work and is_be- 
ieved to hold great cost-cutting 
possibilities. It was planned and 
worked out by Roy V. Schwab, who 
«came president of the company 
n 1943, after the founder’s re- 
trement. Mr. Schwab has_ been 
with the company since a young 
nan, and has spent his business 
life up to now with Brunswig. 

This is believed to be the first 
prepunched card inventory and 
order system installed in the whole- 
sale drug field, although it is not 
new in other wholesale fields, no- 

‘bly food wholesaling. One reason 
druggists have never used it, re- 
ports Mr. Staude, is that drug- 
gists never knew accurately how 
many items they carried. Most 
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drug wholesalers thought they car 
ried 50,000 to 60,000 items. Ac 
tually, the figure, in Brunswig’s 
case, turned out to be 30,000 when 
accurately counted. It was believed 
60,000 items were too many to put 
on prepunched cards, 

A perpetual inventory system 
will be part of the new operating 
plan. The company has as a goal 
the shipment of at least 30 per cent 
of its total volume in manufae 
turer’s unbroken packings. 

Another change in policy was 
recently announced by Brunswig. 
For many years the company oper 
ated its own laboratories and had 
a long line of private brand mer 
chandise. As Mr. Staude put it, 
“We decided to clear the air, and 
abandon our private brands so we 
could) assure manufacturers of 
nationally advertised lines and 
products our undivided effort to 
increase sales. So long as we had 
private brands it was only natural 
we pushed those brands, at times 
in preference to those of other 
manufacturers. Now our efforts 


are undivided.” 


The offices in the new building 
will be completely equipped with 
new gray, steel furniture; metal 
chairs; and the latest business ma 
chines. Very little old equipment 
will be moved from the old build- 
ing. Adjustable steel shelving will 
he used in the warehouse section. 

Many details of the new build- 
ing have been planned with utmost 
care. For example, the entrance 
into the building will be a green 
tone. This same tone will be con- 
tinued in the reception room, and 
on to the display room to attract 
customers into the display room. 

“We felt, with our present mul- 
tiple story operation, the high 
costs of handling merchandise, the 
ever-increasing labor costs, as well 
as greater overhead, we would, be- 
fore very long, see our profits 
diminish until there would be no 
point in staying in business. With 
the new building, modern equip- 
ment, and improved systems, we 
hope to reduce costs to the point 


where we can meet all competition, 


but still earn a fair profit.” de- 


clared Mr. Staude. 





Entrance to the Brunswig offices. One feature of the new wholesale building is 
a complete retail store where druggists can learn model merchandising methods 
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LYON » 





Lyon facilities for the producti s wide range of sheet steel products are far 
in excess of our steel receipts. In spite of the excellent job being done by the steel STANDARD LYON PRODUCTS 
producers, there just isn't enough to go around 
# you have steel on hand. or available, Lyon can help you in one of two ways: owed é 
— 
1. SPECIALIZED CONTRACT PRODUCTION — 
- 
We will manuf o your spec ms: assemblies, wb-assemblies of 2 





tems) in gauges No. 8 and lighter ' 


with an tion of » Standard Products 


@ Set in touch with , oe dedien & » Glantet trent 


LYON METAL PRODUCTS, INCORPORATED 


oS Hees 990 Monroe Avene Aerere 
Branches and Dealers in All Principe! Cities 


CONTRACT PRODUC STEEL #TEms 





TION OF SHEET GAUGES 8 TO 30 








Here is a reproduction of a double-page spread which will appear in various industrial publications beginning in 
September. Backing up the advertising, Lyon salesmen are busy combing the country for stocks of sheet steel 


One Way to Find 


Scarce Material 


cabinets, steel lockers, filing cabi 





nets, benches, shelving, steel boxes 


With too little steel to keep its big plants busy, Today tl 4 
oaday 1 Company, arter an cr 
Lyon Metal Products begins an intensive campaign of = ,,,,.i\. aaneats to produce wat 


advertising and promotion to find steel supplies = products, has a great deal m 
production capacity than it has 





steel to work. 


“The Lyon situation,” explai 


HORTAGES of materials are doing something about shortages. H. B. Spackman, executive \ 
becoming more and more like It is the well-known Lyon Metal president and general sales m 
Mark ‘Twain’s weather. There’s a Products, Inc., Aurora, Illinois, ager, “is that our facilities for tx 
lot of talk about them, but few of manufacturer of many kinds of production of a wide range of shi 
us do anything about them. sheet metal products. steel products are far in excess 
Here is one company which is The Lyon lines consist of kitchen current steel receipts, in spite 
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we excellent job done by the steel 
roducers.” 

While certain gauges of steel 
save been coming through in fairly 
urge quantities, and the big plant 
,employing many workers, it has 
cen impossible to maintain a bal 
anced inventory of steel. Every 
me a production run of some 
roduct is scheduled it seems cer 
iin needed gauges of sheet steel 
~ missing from the inventory. 

Early in May the company be 
san experimenting with a method 


r obtaining steel which may be 


«laptable in other industries where 
iw materials are scarce. Lyon 
sked its salesmen to find cus 


mers who wanted Lyon products 


id who also had inventories of 


eet steel. The idea is, “You fur 
sh the steel, Lyon will make the 
roduct.”” 

The plan has been successful 
wugh in the initial or try-out 
ies to warrant the company’s 
uvesting a fairly large sum in an 
ulvertising campaign in several 
usiness papers to promote the 
dea. Beginning in September is- 
ues double-page spreads promot 
ng the “You Furnish the Steel... 
Lvon Will Make the Product” 
dea appear. 

Before this campaign was sched- 
ded, Lyon salesmen had turned up 
nough sheet steel in the inven- 
ories of Lyon customers to assure 
he company that it was possible 
» find steel inventories—-often in 
nit-of-the-way places. 

Kirst step in the effort was 
1 sort of teaser campaign to all 
Lyon salesmen. Post cards were 
sent to them which read, “You 
urnish the steel, Lyon will make 
he product.” 

This was followed by a letter 
xplaining the situation to the 
stlesmen and urging them to look 
or customers who had quantities 
1! sheet steel. With this letter 
vent a Mimeographed blank carry- 
ng spaces for the salesmen to fill 
n the name and address of the 
‘company with steel to sell. The 
lank listed the kind of gauge of 
19-, 20-, 22-, or 24- 


gauge, hot or cold rolled steel 


steel needed 


September 1946 


the steel 


LYON will 


make the product 


YOU Furnish The Steel 
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A teaser post card to salesmen, a poster, letters to 32,000 dealers, special 
stationery, remind Lyons salesmen and dealers of the critical need for steel 


sheets, minimum width 30> inches, 
minimum length 84 inches, maxi 
mum length 120 inches. 

The salesman fills in this blank, 
forwards it to Lyon, and the pur 
chasing department issues a regu 
lar purchase order for the quan 
tity available. 

If a customer furnishes 1,000 
pounds of sheets, Lyon will fur 
nish Lyon products containing 
1,000 pounds of steel. [Tt makes no 
difference whether the Lyon prod 
uct contains the same gauge steel 
as the customer furnishes. In this 
“swap” offer Lyon furnishes fin 
ished products in two categories 
production, 


specialized contract 


which are products made to the 
specification of the customer, if in 
sufficient quantities to form pro- 
duction runs. The other is Lyon 
standard products. 

Lyon has 382.000 dealers. In 
August a mailing was sent to all 
these dealers outlining the plan. 
Lyon assures dealers and cus 
tomers that orders on hand from 
them will not be interfered with by 
orders on this “swap” or horse 
trading plan, because the steel re 
ceived from this plan will be fab 


ricated with production facilities 


not bemg used due to scarcity of 
raw materials required, 

Leonard Rhodes, Lyon’s sales 
promotion manager, said in com 
menting upon the plan, “The com 
pany does not expect to tap any 
one bonanza-and end all of its raw 
material difficulties. Our original 
theory, that here and there, tucked 
way in inventories or left over 
from war effort, are small and 
sometimes large quantities of sheet 
steel, has already been confirmed. 
A concentrated sales and advertis 
ing campaign is digging it out.” 

One of the first shipments of this 
“swap” steel came from San An 
tonio, ‘Texas, a city with practical: 
ly no industrial enterprises of any 
size. Other shipments have come 
from Dayton, Columbus, Detroit, 
Minneapolis, Sufferin, New York, 
Indianapolis, and Houston. Some 
of the steel now being received 
comes from unexpected sources, 
where no one would look for it. 

During the early part of the 
war Lyon conducted a similar 
campaign to obtain war contracts. 
It was so successful the plant was 
later enlarged. A report of this 
campaign appeared in AMERICAN 
Bustness in December 1941. 
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During the warSeattle was 
frantically busy building 
aircraft, ships, and servic- 
ing the Navy. Pessimists 
thought the city would 
have a severe recovery 
problem, but careful sur- 
veys show the area’s cli- 
mate and attractions hold 
most of the wartime pop- 
ulation bulge and a steady 
growth in industry and 
population seems assured 





BY EUGENE 
WHITMORE 


HICAGO’s Marshall 

Field & Company owns Seat- 
tle’s biggest department 
Frederick and Nelson. 

In 1944 Marshall Field & Com- 


pany sent an executive to Seattle 


famed 


store, 


to find the answers to several ques- 
tions which would help the com- 
pany determine its expansion pol- 
icy for Frederick and Nelson. 
These questions were, “How long 
will it require Seattle to recover 
and reconvert from its hectic war 
activities, such as the big Navy 
yards and bases, shipbuilding and 


aircraft building?” “How much of 
Seattle’s wartime population bulge 
“What will 


Seattle’s population be in 1955?” 


will be retained?” 

Several weeks were devoted to an 
on-the-spot survey to find an- 
swers to these questions. The an- 
swers were so favorable that Mar- 
shall Field & Company has set 
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One of Seattle’s postwar projects is a $20,000,000 harbor improvement plar 
and work is now going ahead on a big new airport between Seattle and Tacoma 


usiness Looks at 
eattle’s F’uture 


up a building and expansion pro- 
gram for the Frederick and Nel- 
son store. This program will in- 
volve the expenditure of $5,000.- 
000 as rapidly 
labor, building supplies, and new 


as the necessary 


equipment become available. 

An average of the population 
estimates put Seattle’s population 
at 600,000 in 1955, 10 
after the end of the war. The city’s 
population was 485,000 in 1945. 
Since 


years 


some of the aircraft and 
shipyard workers left the figure 
may be somewhat smaller now, but 
many of these people stayed and 
some who left are already return- 
ing. The chief obstacle to their 
return is the shortage of housing. 

If Seattle grows no faster in the 
10 years after the latest war than 
it did after World War I, the 
population figure will be 588,000 
in 1955. But there are many fac- 


tors which seem to indicate th 

the population growth in the nex 
9 vears will be more rapid tha: 
in the World 


War I. We propose to discuss soni 


vears_ following 
of these factors in this report. 

An example of the growth of 
Seattle business is seen in the ex 
pansion of the sales of Frederick 
and Nelson. In 1939 this store’s 
volume was about 814 million do 
lars—in 1945 it was better tha 
20 million dollars and is running 
ahead so far in 1946. King Count) 
jumped from twenty-fourth plac 
in national buying power in 1959 
to fourteenth in 1943 and thi 
teenth in 1946. 

One of the first questions anyon: 
wants to ask about Seattle 
“What is the union labor situatio: 
there?” There was a period wh« 
the much-publicized Dave Beck. 
referred to by the newspapers 4s 
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HERE’S HOW “THE CHART 



















THAT THINKS” WORKS HE IS SECRETARY to the Sales Manager. Her number-one job, at the moment, ts 
irst establish a “quota” figure... be it for the compilation OF fac ts and figures that he will direct toward achieving a morc 
ilesman, branch office, or total sales. Fold profitable sales efforc. But Why the time-consuming slide rule 
he chart twice where the quota figure shows To famous, casy-to-analyze Kardex Sales Control has been added a new efficiency 
ind slip the Chart into the Kardex visible device... THE CHART THAT THINKS. With a slide-rule’s precision, and 
nargin. Move your Graph-A-Matic signal none of it’s complexity, it provides an avtomatic means for computing sales 
long the margin and as “‘sales-to-date’’ fiz- figures in percentage terms! The Chare That Thinks is wholly aatomatic. An 
ires are charted, the pertinent percentage integral part of the Kardex visible margin, it produces its calculations as a 
igure is AUTOMATICALLY spot-lighted on by-product of exclusive Kardex signaling 

MW : a : f 

we the visible Margin tor Bice recognition The Sales Manage row ich this new Kardex development, has added CONTROL 
over the figures that produce profits. He knows at a glance when and where 

ys to direct extra sales cffort ind the facts that make this control possible are 

rid tutomatically computed and presented visibly for /astant action. 

_ FOR DETAILS about what Kardex is doing today for other successful sales 
managers, write for the Ulustrated 96 page GRAPH-A-MATIC CONTROL FOR 

of SALFS MANAGEMENT. No cost or obligation. 
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Downtown Seattle is busy and there is demand for more industrial and bus- 
iness property than ever before. People like to work and live in Seattle’s climate 


a labor ezar, overshadowed Seattle 
like an ominous storm cloud. It has 
had its share of labor wars, and 
many people believe that its labor 
record was harmful to the city’s 
industrial growth. 

Today you'd better not ask any 
body there about its labor prob 
lems unless you want them to ask 
about labor problems in the East. 
Seattleites lump everything east of 
the Rocky Mountains as “East, 
not bothering to make such fine 
distinctions as Middle West. <Ac- 


tually Seattle is a strong union 


town and will probably continue 
so. Since there is no running away 
from unions anywhere in this coun- 
try that should be no cause for 
worry to the industrialist thinking 
of investing in a Seattle plant. 
Currently many factors are 
working hand in hand which seem 
to insure a steady growth of the 
Seattle area, and of Seattle itself. 
No report on Seattle can overlook 
its basic source of wealth which is 
lumber and the many products 
More and 


more the lumber industry is learn- 


derived from lumber. 
ing to utilize a higher percentage 
of each log. Once there was tre- 


mendous waste in all lumbering 
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operations; modern research and 

scientific developments have found 

wealth in what was once waste. 
Many 


paper operations in_ the 


pulp and 
Seattle 


area are in the midst of tremen- 


lumber and 


dlous expansion today. Their pro- 
grams for bigger production ham- 
yv the lack of building 
materials and skilled labor. The 


Northwest lumber industry is not 


‘ 
pered only by 
repeating the errors of Michigan 
and Minnesota loggers who de- 
stroyed the forests with the first 
cutting. Timber is now a crop 
and there will be an enormous 
lumber industry in the Northwest 
for all time to come because the 
trees are growing as fast as they 
are being cut. 

Another 
wants to ask 


everybody 
Seattle is, 


Boeing?” Here are 


question 
about 
“How about 
the facts. 
Boeing Aircraft Company had 
three plants in the Seattle area, 
two in the city, one at nearby 
Renton. Employment reached a 
peak of 38,476 in the Seattle area. 
The company’s total employment 
in Washington, Kansas, and 
British Columbia was 68,000. 


At the present time (late Aug- 


ust 1946) Boeing employs slight- 
ly in excess of 9,600 persons at 
two plants in Seattle. A very small 
number of the employees are doing 
clean-up work at the Renton plant, 
soon to be turned back to the 
government. 

It is anticipated that Boeing’s 
peak employment at Seattle will 
be around 14,000 later. The com- 
pany has a rather well-balanced 
program of commercial and mili 
tary work. It has orders for 49 
Stratocruisers at a total cost of 
$67,000,000 from five major air 
lines, with a sixth contract for 6 
more Stratocruisers to be = an 
nounced, perhaps by the time this 
sees print. 

Boeing has just launched a sales 
campaign on the all-cargo Strato 
freighter, which ought to bring 
considerably more work to the com 
pany as air freight seems to be 


boomir 


ig these days. 

The company is also building 
ten YC-97 transports, sixty B-50 
Superfortresses, an undisclosed 
number of X B-47 multi-jet experi 
mental bombers, and an experi 
mental guided missile of unrevealed 
numbers for the Army Air Fore 

While we are talking about mat 
ters of aviation it may be well to 
mention the Seattle-Tacoma air 
port, now under construction, al 
though delayed because of material! 
shortages. This new airport is 
owned jointly by the Port of Seat 
tle and the Port of Tacoma, and is 
sometimes referred to as the Bow 
Lake airfield. Northwest Airlines 
has already signed a contract for 
facilities there and has agreed to 
a million-dollar hanga: 
Other 
lines are negotiating for leases, and 
there will be a $2,000,000 air ter 


minal. Northwest Airlines has re 


construct 


and repair plant there. 


cently been awarded the franchis 
from New York 
through Chicago, Twin Cities, and 
Seattle to the Orient. United Ai 


Lines will also have a service via 


for operation 


Seattle between eastern cities and 
Honolulu. Flying time 
Seattle and Honolulu will be 16 
hours. These, and other develop 


betweer 


ments indicate that Seattle will be 
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That shoe hasn't touched a dance floor yet 
yut it has already taken some pretty smooth steps. From 
raw leather to the shapely shoe on the wearer's foot. . . 
very step of its way was speeded and controlled by forms 
. probably Uarco forms. 
In every business—large or small—these forms guide the 
ital steps from planning to selling. Keeping products mov- 
ng to and through purchasing, production and accounting 






INSPECTIONS 


WAREHOUSING 





. from warehous- 
ig, inspection and 


aueie pica ACCOUNTING 
wholesaling and re- Ow man 5S eg 5 
railing . . . requires 


1undreds of routine 


SELLIN 







‘teps are efficient 

ind economical or 

rime wasting and costly depends entirely on you... and 
the forms you use. That’s why it’s well to appraise your 
routine Operations with a critical eye . . . to scrutinize 
your forms and compare costs. 


orders and records. e 
Whether these in a shee 
& 


Perhaps your business is burdened with too many forrns 
. perhaps its failing is too few. Often the combining of 
several forms into one can effect savings and greater efficiency. 
There’s one simple way to make sure. . . call your Uarco 
representative. No matter what your business may be, Uarco 
is equipped to design efficient forms for it—we have been 
lesigning such forms for more than fifty years. Without 
cost or obligation your Uarco representative will study your 
varticular problems. Chances are he'll be able to suggest 
neans of improving your present forms and bringing greater 
speed, accuracy, and economy to your routine operations. 
Write for full information. 
UARCO INCORPORATED, Chi- 
cago, Cleveland, Oakland. 
Offices in All Principal Cities. 


For Instance... 
The UARCO Accu-Rite Register — efficient, convenient, 
| safe. Consecutive numbering of forms provides com- 
: plete and accurate control. One copy is auto- 
matically filed, safe from tampering or alterations. 
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a major air traffic point in the 
future. 

The city’s magnificent harbor is 
due for expansion and improve- 
ment. Its old wharves are too 
short and there are not enough 
facilities for expected water traf- 
fic, hence the Port of Seattle pro- 
poses to spend $20,000,000 in im- 
proving and lengthening docks and 
wharves. Today Navy craft, in- 
cluding several of the largest air- 
craft carriers, are tied up in Seat- 
tle harbor. The Bremerton Navy 
Yard across Puget Sound from 
Seattle is one of the largest any- 
where, capable of servicing our 
largest battleships. 

With affairs in China and all 
the Far East in such a state of 
confusion no one talks much about 
the great development of trade 
with the countries of the Pacific 
basin, which was once a prime sub- 
ject of booster talk for all the 
Pacific port enthusiasts. Actually, 
although China seems bent on de- 
stroying itself, there are teeming 
millions there and elsewhere in the 
East who will eventually become 
good customers for American 
products ; when that occurs Seattle 
will be a major port in this com- 
merce, for it is a day closer to Far 
East ports than other Pacific coast 
cities. 

Seattle will also profit from the 
increasing trade with Alaska. If 
and when Russia turns its energy 
and resources to peaceful develop- 
ment, Seattle will probably be the 
terminal for shipping lines, oper- 
ated by Russia from Murmansk, 
through the Bering Strait and the 
Arctic Ocean. . 

But we do not need to speculate 
upon possible future developments. 
There is so much going on in 
Seattle right now that the build- 
ing permit section of Seattle’s city 
government is several months be- 
hind with its work. A few examples 
will show why. 

Kenworth Motor Truck Cor- 
poration, a local enterprise headed 
by Paul Pigott and with an Aa Al 
R. G. Dun rating has _ recently 
completed work on a new plant and 
office. The plant was, during the 


war, the Boeing Number 3 plant. 
It has been remodeled and a new 
$500,000 office building erected. 

Consolidated Electric Products 
bought the old Kenworth plant to 
double its own capacity, spending 
$60,000 in remodeling and im- 
provements. 

Ford Motor Company is spend- 
ing approximately $1,000,000 
erecting a new parts depot which 
will employ about 125 people when 
completed. As of mid-summer 1946 
when the American BustNess re- 
porter visited Seattle the steel was 
practically all erected for this 
plant at Fourth and Diagonal 
Avenue, in Seattle’s busiest indus- 
trial district. 

Monsanto Chemical Company 
with main offices in St. Louis 
bought the business of I. F. 
Laucks, Inc., several years ago. 
Laucks had become famous for the 
production of glues, paints, syn- 
thetic resins, and other products. 
Monsanto has recently purchased 
29 acres south of the Boeing plant 
at Seattle and will erect a plant to 
cost up to $1,500,000 for the in- 
creased production, by the Laucks 
division of Monsanto, of glues, 
wood sealers, and other products. 

One of the best known wholesale 
operations on the Pacific coast is 
the Seattle Hardware Company, a 
progressive company which only 
about four years ago completed 
remodeling and re-equipping its 
plant and offices in the Seattle 
wholesale district. The company 
has recently purchased 1014 acres 
south of Spokane Street, where it 
is planning to erect a new one- 
story modern wholesale warehouse 
and office building. 

Schorn Paint and Manufactur- 
ing Company, a local concern, is 
putting $150,000 in additional 
facilities. Kirsten Pipe Company, 
another local concern which does 
business on a national scale, is ex- 
panding. Seattle Steel Company, 
General Petroleum, Shell Oil Com- 
pany, and Sears Roebuck have all 
announced sizable expenditures in 
one type of expansion or building, 
all of which indicates confidence in 
Seattle’s future. 


Permanente Cement Corporation 
has begun erection of large stor- 
age silos on the waterfront. Frue- 
hauf Trailer Company has as- 
sembled trailers in Seattle for some 
time, but is expanding facilities to 
do some manufacturing of parts 
in its Seattle machine shop. Link- 
Belt Company, of Chicago, is also 
expanding facilities so that it can 
do more than assemble in its Seat- 
tle plant. 

The outlook for agriculture in 
the area tributary to Seattle is 
excellent. Completion of the Grand 
Coulee irrigation project is ex- 
pected to bring from 100,000 to 
300,000 new residents to the State 
of Washington, many of them in 
the area near Seattle. 

Food processing—frozen foods, 
-anned foods, and fresh fruits offer 
great promise of tremendous ex- 
pansion in the Seattle area. Al- 
ready there are large food process- 
ing operations by such well-known 
companies as Tea Garden ; General 
Foods, at Walla Walla; Welch, at 
Wenatchie; and a subsidiary of 
Minnesota Valley Canning Com- 
pany known as Blue Mountain 
Foods, at Dayton. Crop diversifi- 
cation in the Seattle area permits 
some canning plants to operate as 
much as 120 days a year, which 
lowers overhead costs as compared 
with many canning plants which 
can have but a short run at the 
height of the harvest season. 

During the war—in the summe: 
of 1943 to be exact, this writer 
ordered a glass of orange juice in 
the coffee shop of the Olympic 
hotel. “We'll bring you an orange,” 
said the waitress, “haven’t help or 
time to squeeze it.” 

Perhaps Seattle isn’t that busy 
today, but try and find a place to 
eat without waiting. And try to 
find a room in a first-rate hotel 
the answer is likely to be, “All 
booked up until after next month.” 
Those who thought that Seattl 
might fall into a severe setback 
after the aircraft and shipbuilding 
industries shut down their wai 
activities have been amazed at the 
way labor has been absorbed, and 
at the way people remained there 
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It tells you about a new 





method for faster production and 
simpler control of factory paper 


work, systems, routines, and 
methods—at lower cost— 
with Mimeograph 
| die-impressed stencils. 


Here is new basic information for American a single writing—only one proofreading required 


business on the paper work so essential to keep -++ produce as many copies as you want when you 
want them, in clear, clean black-and-white that 
won t smudge even under hard handling or fade 


The new folder shown here tells you about uncer exposure. 


production up and costs down. 


Mimeograph die-impressed stencils—how they [t is information you want about a new 
Se moneysaving, production-speeding use for that 
... helpmake paper work systems one-writing systems ‘ , 
sii Mimeograph duplicator you now have—or will 
eee ‘ 4 4 >e arge rt 1 - t form J] 
eliminate the need for large quantities of forms be getting soon. Just clip and mail the cou- 
e.. increase accuracy with all copies produced trom pon today. 


Mimeograph duplicator 


MIMEOGRAPH is the trade-mark of A. B. Dick Company, Chicago, registered in the U. S$. Patent Office 


\. B. Dick Company, Dept. S-946 
720 West Jackson Boulevard, Chicago 6, Illinois 


Send me a copy of your new folder, “ Mimeograph Die-Lmpressed 


Stencils.” 
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Classes of business executives, like the one shown here, meet twice a week to take part in University of Chicago’s train- 
ing program for businessmen. Planned at first for small groups, officials are finding that classes are getting too large 





Businessmen Go 


Back to School 





University of Chicago’s refresher courses for busi- 


mess executives have proved so popular that the 
school has had to limit the number of enrollments. 
This article reports on how this program is helping 
executives solve some of today’s business problems 





BY ALICE TINNEY 


Hk. free cuterprise system is on 
trial in this country and retreat 
ing or nonexistent in most other 
parts of the world. Ours is a busi 
What 


depends largely upon the vision 


ness civilization. happens 


and ability with which business 
men discharge the responsibility 


they have assumed. 
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At the University of Chicago a 
group of men have watched the 
crisis grow with a feeling of dis 
quiet. Garfield V. Cox, dean of the 
School of Business, one of the 
group, says “I have felt for a 
number of years that the future of 
private enterprise will be decided 


ina crucial period of, say, the next 





10 years.” The critical future is 
not, therefore, in the hands of men 
now in school. Executives nearing, 
or already in top line positions, 
will be the directing influence dui 
ing that time of great decision. 
The university was also con 
scious that its night classes in 
Chicago’s Loop were hardly a 
proper setting for the occasional 
brilliant young executive who 
found his way into them. On the 
business 
these 


classes could hardly match the very 


other hand, lacking a 


background, students in 
evident potential of these young 
men on home grounds, Putting on 
its academic thinking cap, the uni- 
versity’s answer to the dilemma 
was an unparalleled venture into 
adult education on an extremels 
high level. The Executive Program, 
under the direction of Willard |. 
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Graham, has these five objectives: 

1. To provide an understanding 
and interpretation of business in- 
stitutions and processes and those 
factors which underlie and affect 
them. 

2. To develop techniques of 
reading, habits of orderly thinking, 
and effective reporting of conclu- 
sions both orally and in writing. 

3. To develop facility in the 
managerial uses of economics, ac- 
counting, and statistics. 

4. To develop an appreciation 
of the growing importance of pub- 
lic regulation of business and to 
provide a basis for an understand- 
ing of governmental policy. 

5. To provide training in the 
methods of solving problems of 
business organization and_ policy 
fields of 
management such as production, 


in the various business 
personnel, marketing, and finance. 

Officials of the university, inter- 
viewing Chicago business leaders 
before embarking upon their unique 
experiment in 1943, found business 
aware of the problems of the fu- 
ture. They were eager to meet the 
challenge. 

A measure of the importance 
executives themselves attach to the 
classes can be gained from the 
fact that several, transferred dur- 
ing their course of study, com- 
muted twice weekly from points as 
far distant as Evansville, Indiana; 
Rapids, 


towns in Iowa. In Chicago for a 


Grand Michigan; and 


shoe convention, one gentleman 
from Oregon heard about the 


classes. Like “The Man Who Came 
to Dinner,” he is still there, at- 
tending classes. Once in a while he 
goes back to Oregon to see how his 
business is getting along. 

The double burden of regular 
executive duties, in addition to 
scholastic work, is duplicated in no 
other similar course in the coun- 
try. A bank official reported rather 
plaintively that his young execu- 
tives were all getting “big bags 
under their eyes.” 
although some drop from classes or 
defer their completion because of 


Nevertheless, 


promotion to even greater respon- 
sibilities, very few fall by the way. 
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University of Chicago’s Chancellor Robert Hutchins congratulates the first 


group of businessmen to finish the school’s 2-year refresher course last year 


Usually, students are nominated 


by their organizations. A few, 
however, request entrance on their 
own initiative. In one such case, 
officials of a 


called in the young man who had 


famous company 
the temerity to nominate himself. 
After an 
promptly promoted. Executives of 


inspection, he was 
his company commented that the 
school had found the one they over- 
looked. 

Ages range from the late twen- 
ties to fifty. Substantial experience 
in business at an executive level is 
the primary requirement for admis- 
sion. If the 
possess 4+ years of college train- 


candidate does not 
ing, it is necessary, among other 
things, that he pass a general edu- 
cation test to qualify for a mas- 
ter’s degree. 

Most candidates take the test. 
Results indicate that, somewhere 
along the line, many men who have 
risen to the executive level have 
picked up the equivalent of a col- 
lege education. In such tests, busi- 
nessmen display an amazing fund 
of information in the physical and 
social sciences. However, they are 
deficient in biological sciences and 
frequently in English composition. 


Their ignorance of American hi 
tory is acute. Officials report no 
great difference in class perfor 
ance which can be traced to pres 
ous educational background. 

The Executive Program is a 2 
year course. Classes meet twice a 
week, First 
covers classes in public regulation 


year of the cours: 


in business, accounting, statistics, 
Studies 
range from the tools of business to 


and business economics. 


the less tangible “human organiz:- 
tion.” 
title of, Problems of Business Man 


agement, classes in the second ye: 


Grouped under the broad 


cover marketing management, per- 
sonnel management, the human or- 
financi:! 
enter- 


ganization of business, 


management of business 
prise, manufacturing standards, 
and theory of management. 
Executives who have taken the 
course, viewing it in retrospect. 
state they have received two im- 
portant benefits: First of all, « 
more complete understanding of 
the functions and interrelationship 
of activities within an organiza- 
tion. Second, a much broader pe: 
spective of the relationship of ov 
company’s activities to the tot«l 
economy. (Continued on page 4 
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e Starting some years ago with Na- 
tional Accounting Machines in one 
of its divisions for posting customers’ 
accounts and ledgers, the Shell Oil 
Company has gradually extended their 
use through its marketing divisions. 

Nationals speed up posting oper- 
ations. Their many time-conserving 
automatic features—such as auto- 
matic tabulation and automatic clear- 
ance of balances—give them an ad- 
vantage in speed. 

Users find it so simple to train person- 
nel to operate Nationals, thanks to 
their many standard features, such as 
standard adding machine keyboard, 
standard typewriter keyboard, and 
complete visibility of postings on 
forms. 

Nationals have all-around utility. 
They can be changed from one post- 





ing operation to another by just 
changing form bars—and this takes 
but a matter of seconds. 

As for Shell Oil, so for other manu- 
facturers and for businesses of every 
kind—National Accounting Machines 
work important savings and promote 
efficiency. 

Whether your business is large or 
small, there is a chance that National 
may be able to suggest new and 
better methods that will reduce ac- 
counting costs and increase profits 
Your National representative will be 
glad to give you the benefit of his 
wide experience in solving business 
problems. Give him a call or write 
The National Cash Register Com- 
pany, Dayton 9, Ohio. Ofhces in 
principal cities. 


Making Business easier for the American Businessman. 
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Two types of National Accounting Machines used 


by the Shell Oil Company, Inc. 





CASH REGISTERS * ADDING MACHINES 
ACCOUNTING-BOOKKEEPING MACHINES 
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(Photo Courtesy Visirecord) 


Office Salaries Since 


VJ-Day —Il 





Final installment of a re- 
port on white-collar sal- 
aries since August 1945. 
This section deals with 
varied methods of making 
employment more attrac- 
tive, such as insurance, 
added vacation pay, sick 
benefits, extra bonuses, re- 
tirement or pension plans 





A Dartnell Survey 


eae month we reported on sal- 
ary changes in 342 companies 
since VJ-day 1945. Of these 342 
companies which employ a total of 
55,281 white-collar workers, it was 
found 94.7 per cent had = given 
raises of some kind or another to 


at least part of their employees. 
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Blanket raises to all white-collar 
workers had been awarded by 55.8 
per cent of all the 342 companies 
reporting. This month we want to 
consider other adjustments in lieu 
of, or in addition to, salary in- 
creases which have been awarded 
white-collar workers by this same 
group. Since last month we have 
received reports from 11 more 
companies which bring the total 
in the group up to 353 companies. 

A company can do other things 
for employees than pay salaries. 
It can offer employees longer vaca- 
tion periods with pay; it can give 
vacations to employees who never 
were allowed paid vacations in the 
past; it can offer group insurance ; 
install retirement or pension plans. 

Another salary adjustment may 
come in the form of a job analy- 
sis which, in theory at least, in- 
sures more equitable pay for every- 
body in an organization. 

The figures we have received in- 
dicate a considerable number of 


companies are adding other in- 





ducements in lieu of, or in addition 
to, salary increases. 

Longer vacations are being 
granted to employees by 55 com 
panies out of the total of 353. This 
is 15.6 per cent. 

The most popular plan for in- 
creasing vacations is to allow 3 
weeks instead of 2 to employees of 
15 or more years’ service. But 
quite a few companies only allowed 
a weck’s vacation with pay to em 
plovees ; some of these have added 
a week, making it 2 weeks with pay 
instead of 1. One well-known com- 
pany reports 3 wecks’ paid vaca- 
tion for all office employees with 
10 years’ continuous service. Sev- 
eral companies require 20 years of 
service before allowing 3 weeks of 
paid vacation. 

There were 28 companies, or 7.9 
per cent of those reporting, which 
are giving vacations to employees 
who never were allowed paid vaca- 
tions in the past. Most of the com- 
panies are small. It should be re- 
membered that an extra week of 
vacation is equivalent to a 2 per 
cent raise. 

Group insurance seems to be a 
favorite means of winning em- 
ployee loyalty and of giving em- 
ployees more without necessarily 
increasing the salary. Some em- 
ployers feel salary brackets are so 
high now, that further increases 
would only mean the necessity for 
a cut at the first sign of economic 
trouble. But with money put into 
group insurance these companies 
feel they can continue the insur- 
ance in a period when salary cut- 
ting might be a necessity to remain 
in business. 

A total of 59 of the 353 com- 
panies reporting have added group 
insurance’ to benefits 
since VJ-day. This is 16.7 per cent 
of the total. Reports from 33 com 


employee 


panies indicate group insurance 
plans were already in effect prior 
to VJ-day; some for as long as 
20 years. 

This indicates a total of 26.1 
per cent of all companies in our 
group of 353 companies whose em- 
ployees enjoy the benefits of group 


insurance. ‘wo companies report 
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office machines —can improve and 


simplify your business methods 


A ddressograph and Multigraph machines provide business with the fastest and 
most accurate method of writing and duplicating information on paper. 


Most every department of business copies the same words and figures over and over 
—many more times than you realize. In every one of these departments Addresso- 
graph-Multigraph Simplified Business Methods can be used profitably. 


You can write or reproduce anything that involves repetition or duplication 
with Addressograph and Multigraph equipment. .. alone, in combination, or 
in conjunction with other business machines and systems. They cut out 
waste motions, eliminate errors, get work out faster and improve efficiency 
at every step. 
Telephone our local office or write Addressograph-Multigraph Cor- 
poration, Cleveland 17, Ohio. Sales Agencies with service and supply 


departments in principal cities of the world. 


Multigraph are Registered Trade Marka of Addressograph-Multigraph Corporation 
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they have group insurance plans 


for employees now pending. 
We asked about retirement or 


pension plans. Exactly 25 


com- 
panies report installing retirement 
or pension plans since VJ-day. 
This is 7.1 per cent of the total 
which cooperated in compiling this 
report. It is interesting to note 
that 26 companies already had re 
tirement or pension plans prior to 
VJ-day, which means 14.4 per cent 
of the 853 companies now have re 
tirement or pension plans. 
Employee stock purchase plans 
do not seem to be as popular to 
day as they once were. We found 
only 6 companies have inaugurated 
stock 


day, and none mentioned having 


purchase plans since VJ 


such plans prior to that date. In 
today’s high market for securities 
many management men consider it 
hazardous to encourage employees 
to purchase stock because of the 
possibility of a deep reduction in 
market values of stocks, many of 
which are at an all-time high. 
The employee who risks a good 
share of his or her savings in pur 
chasing company stock, only to see 
that stock suffer a drastic decline 
in market value, is not likely to 
feel kindly 


which encouraged the stock pur 


toward the company 


chase. While it is not necessarily 
the company’s fault when its stock 
falls in value, especially during a 
period when all stocks are declin 
ing, the employee is all too willing 
to blame the company for any loss 
incurred. 

There are various other methods 
of adding attractiveness to em- 
ployment in any company, in ad- 
dition to these just mentioned in 
this report. Some of them are com 
pany payment of hospitalization 
plan premiums, salary bonuses, 
year-end bonuses, Christmas bo 
nuses, and profit-sharing plans. 
None of these plans seem especial- 
ly important to the group of em 
ployers whose policies are outlined 
in this report, 

Only 6 companies pay hospitali 
zation plan premiums. Three com 
panies pay bonuses on salaries, 


based on profits. These 3 com 
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panies pay these bonuses to all 
employees. 

One company reports giving a 
year-end bonus of 5 to 10 per 
cent, based on length of service of 
the employee. Another company 
reports a monthly bonus of $10 to 
$50, depending upon length of ser- 
vice. One company gives a special 
Christmas bonus and savings ben- 
efits, while 38 companies have in- 
stalled profit-sharing plans for all 
emplovees. 

This, then, is the sum and total 
of the additional benefits offered 
to employees by 853 companies, 
selected at random, throughout the 
country. These are benefits over 
and above actual salaries. 

Another plan which has been 
widely used in the past few years 
to stabilize employment, and to 
take some of the guesswork out of 
employment is job analysis. 

It is no secret that millions of 
people are at work on jobs which 
are not clearly defined, for which 
no one knows exactly what is ex- 
pected, and for which almost no 
one knows whether the jobholder 
is really doing a good job. 

Every job is so dependent upon 
the human equation, and the hu- 
man equation in business is so diffi- 
cult to appraise, that thousands of 
companies have never advanced 
past the guesswork stage of or- 
ganization building. 

It is nothing unusual in an or- 
ganization to find two people do- 
ing the same type of work and one 
person producing 50 per cent more 
than the other. Neither is it un- 
usual to find a tremendous varia- 
tion in the way jobs are broken 
down in different businesses. Prob- 
ably no other field is so much in 
need of improvement as is the 
business of work assignment, the 
appraisal of jobs to be done, and 
what constitutes a fair day’s work 
in a given job. 

So many complications enter 
into job assignment and job anal- 
ysis that many companies have 
been content to go along with little 
system, little planning, and little 
forethought in the matter of re- 
lating the right worker to the right 














job, and in finding out what 
given job is worth when it is wi 
done. 

For several years now, mat 
leading employers have been su! 
mitting their organizations to 
thorough job analysis and to s 
ary administration studies in 
attempt to bring some order o 
of the chaos which has alwa 
reigned in this field. We wanted 
learn how many companies 
working on job analysis or sala 
administration plans, and ly 
many companies of our group 
ready had them in work at | 
time of VJ-day. 

Here is what we found: Th 
are 46 companies, or 13.0 | 
cent of the 353, which have 
cently installed job analysis 
salary administration plans. .\s 
will be seen in the two paragrays 
following, this is the largest gro 
having these plans —that is, 
group which have had them 
shortest length of time. 

Thus it is obvious many ast 


companies feel personnel work, } 
analysis, and salary administ 
tion plans are more important 

day than ever before. 


There were 27 companies, 


per cent of the 353, which 
made job analyses or were usiig 
salary administration plans. Thes 
companies have used these plans 


from 2 to 20 years, but the gr 
majority have used them only a 
few years. One company reports 


job administration plan in eff 
since 1930. 
There were 17 companies wo 


> 


ing on job analyses or salary ad- 


ministration plans at the time of 
this survey which was early in 
June 1946. 

This means 25.5 per cent of the 


353 companies are now working 


under job analyses or salary 


7 


ministration plans. Obviously, + 


is not the entire picture, becaus 


+ 


some companies which have no t 


77 


mal salary administration pla 
or which have never conducted 4 
job analysis, still manage to do a 


reasonably good job of fitting 
worker to the job, and of pay 


him or her properly. 


i) 
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FLUORESCENT ? 


Sure I want G-E’s 
new 4500 white! 
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And now it’s available in all the G-E Fluorescent lamp sizes. 





You will find that General Electric 4500 white means 
more than just the name for a new color! 










Coming between 3500 white and 6500 daylight, it 
brings better color discrimination, warmth—makes 
things look more natural for most people! 






eB 


Added to the regular white and daylight fluores- 
cent lamps, G-E 4500 white answers a growing 
demand for a fluorescent light with wider use- 
fulness, eye comfort. Here’s another product 
of G-E lamp research, always aimed at 
making G-E lamps Stay Brighter Longer ! 


G-E LAMPS 


_ 





















GENERAL & ELECTRIC 
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Shown here are the new and old type pay checks used by Moraine Products Division, General Motors Corporation. The 
new'smaller check shown in the foreground speeds sorting, reduces errors in filing, saves space, and gives more information 


Moraine Products Improves 


Payroll with New Check 





Modern payroll check design can prove a real aid to 
the accounting department as well as to employees. 
This article tells how one company improved its checks 





NEW type of payroll check 

recently adopted by Moraine 
Products Division, General Mo- 
tors Corporation, has a number 
of advantages over the type of 
checks formerly used. 

The new check is smaller and, 
while the check stub has been re- 
duced from 8 inches to 414 inches, 
yet it gives more information. 

Holes for Keysort coding are 
punched along the bottom of the 
new checks rather than the top. 
Checks are punched with the check 
number for sorting checks in nu- 
merical order to reconcile payroll 
journals. This sorting system has 
proved to be 10 to 20 times as 
fast as the old method. This sys- 
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tem has also reduced errors in fil- 
ing. The grooves punched along 
the bottom of the checks aid in 
preventing misfiling. 

However, Keysort coding is not 
confined to any one method. Checks 
can be punched for alphabetical, 
geographical, chronological, di- 
rect, or any coding or sorting 
method desired. Many other com- 
panies use the batch proof method 
of punching checks. Under this 
system the week number and the 
payroll number are punched. 

Another feature of the new 
checks is code letters, used to in- 
dicate earnings, deductions, and 
balances. Immediately below the 
explanation of code letters are 


three columns—hours and earn 
ings make up the first one, deduc 
tions the second column, and bal 
ances the third. 

In the first column of hours and 
earnings there are four code let 
ters. If overtime was worked tlh: 
hours are listed. 

Hours worked and gross pay 
are totaled and shown at the bot- 
tom of the column. Only gross pay 
was shown on the old type checks 

Deductions on the new checks 
are indicated in the same manner 
as the hours and earnings. 

Deductions and gross pay ar 
listed in red on the check stub. 

Code letters indicating balances 
are X and Z. Earnings to dat: 
are indicated by the letter X. Z 
shows the amount of federal in 
come tax withheld to date. 

The main advantage of thes 
balances is that in filing incon: 
tax at the end of the year em 
ployees know immediately their 
total earnings along with the tax 
withheld. 


AMERICAN BUSINESS 








urn 
luc 
bal 


and 
let 
the 


day 
ot - 
Day 
ks. 
cks 


ner 


are 
ub. 
ces 


ate 


in- 


PSt 


it 


eir 


ax 











When quick peaks and demanding emergencies b-l-o-o-m 
in the middle of your office routine ... 
you can call us... we'll come in a hurry ...make our office 
your branch office ...and we'll LICK your 


OVERLOADS 


in CALCULATING, in TABULATING, in TYPING, in TRANSCRIBING 


OVERLOADS like these: 


nee p slicies 


Cost Pistribution 
A vs " 
Accounts receival 

pay able 





CALCULATING 
oe cost records . 
routing sheets 

isi price lists . 
Revision of Yitandard Se 


piece rates 


Insurane® 
Manuseript> 
Invoicing 
Back-Ord 
Letters 
Contracts 
Inventory , 
Record cara 
: ing orders 


er pilling 
Envelopes 


Listings 


Accounts 
Machine 
Insurance re} sat 
Questionnaire an 
* tabulation= ‘ 
Production contre 


* ul 
~~ punching. he 
Overload key 1 gang pune! 
ing. rep 
sorting. 


roducing, = 
interprevine 


load analys!= 


yorts 
j survey 


¥ erify ing. 


. ' 4 ov. 
multiply its 


lities Shipp ing: . ate. collating 
1 rape w 2 — 1 letters: sbulating. jisting. eran expense 
alysis ») srritories <onalized letters: ‘ wer accoul g 
Sales Analyst {term Persona , General — ’ 
R stroactive payrolls Sales Promotion distribute 
Invoice computation — NSCRIBING 
nv ; suring ’ TING TRA 
Sarcentage MZUTIMS downs TABULA >diphone 
a arkups an mar ——— -aaphone oF Edip 
Price Me se ‘ ‘onculting * Dicta} 
rx f merchandis ifications Consu Be Your _ . 
a calculations. — Audits 1 ler analysis oa nin our office 
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. L Sales an Your di 
CLERICA Se sai 
TYPING AND Inv weer \ upplemental re por 
ils and 5 
Stencils Pay roll a 
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Pitto mar ts J 
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Your OVERLOADS . . . in figures, in 
typing, in transcribing do not 
dally. They arrive suddenly, ugly and 
demanding, full grown and impor- 
tant . . . and ordinarily they must be 


done NOW. 


They sit on your desk and slay lough 
until you’ve licked them, and, in the 
meantime, your efficient office pro- 
cedure and routine is thrown into 
costly turmoil. 


Instead... lean onus... callus... 
use us as your branch office. We'd do 
your overloads. You’d go on with 
routine. We'll give you your answers 
and typing fast. Call us or write; we'll 
gladly come to you to explain.. No 
obligation. 





(Looking into a part of our Calculating Department 


Woreneaw Service, 


58 E. WASHINGTON ST. + CHICAGO 2, ILL. 
RANDOLPH 8250 


IN MINNEAPOLIS, MINNESOTA AT 125 S. THIRD STREET . TELEPHONE MAIN 8512 OR 8513 
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Fibreboard carton on the left shows two strips of glue 
applied by wheels in foreground for carload shipping 








Fibreboard cartons of the California Associated Products 
Company are being loaded using glue bonded packing 


Glue Bonded Packing Used 
For Carload Shipments 





Because of the tremendous increase in rail tonnage, 


new precautions are being taken to safeguard ship- 


ments. This article reports on how new developments 


are helping to reduce merchandise damage in transit 





HE American Association of 
Railroads has developed a com- 


paratively new method of insuring 


safe delivery of damage-free goods 
to dealers by the application of an 
adhesive to a bonded-block pattern 
of cartons, which has increased 
the holding force of these ship- 
ments from 167 per cent to 500 
per cent. 

In applying this system, fibre 
board cartons of uniform size are 
passed along a conveyor and over 
glue-applying wheels at the end of 
the carrier. These two large wheels 
rotate in a tank of glue and apply 
the mucilage in two strips along 
the bottom of the fibreboard car 


tons. Boxes are then stacked as 
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usual in the box car and the quick 
drying glue binds them together 
into a damage resistant unit. When 
a shipment arrives at its destina- 
tion, this special adhesive, which 
has a high shear strength but a 
low tensile strength, permits the 
separation of containers without 
tearing the fibre tissues of the box. 

One reason for the need of com- 
bating rail shipment losses in 
goods packaged in fibreboard con- 
tainers was the tremendous in- 
crease recently in rail shipments. 
The number of box carloads hauled 
over U. S. railroads has more than 
doubled since 1939. For example, 
the Union Pacific Railroad, in a 
study of the problems of bottled 


and canned goods shipments, re 
ports that the number of carloads 
shipped over U. P. has increased 
more than 250 per cent over 1939 

Before the war the usual load 
ing method was to stack boxes in 
rows as tightly as possible to pre 
vent shifting. The bonded block 
method entered the experimental! 
stage in 1940. This method is sim 
ilar to the way bricks are bonded 
together in the construction of a 
wall and tends to minimize the tilt 
ing of stacks. 

A new feature was added to thi 
honded-block method of rail ship 
ment loading when a special typ: 
of adhesive was first used 3 years 
ago by the Navy’s Bureau of Sup 
plies and Accounts. When industry 
adopted this method, test carloads 
showed consistently good results 
For example, one large shipper o! 
liquor found that out of 7 carload- 
of glued containers there was 
total of only 6 bottles broken. A 
a later date, the same shipper ré 
ported that of 12 carloads shipped 


there was no damage. 
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To Cut Costs and 
Control Quality 


mtinued from page 11) 


eter adjusted to detect helium is 
»ow used to show up leaks in manu- 
turing these tubes. 

Standard tests of electronic de- 
ces frequently led inexperienced 
jerators and testers to draw 
rong conclusions. A_ radio-fre- 
vency capacitometer was devel- 
oped to overcome these difficulties. 

Studies of equipment to gain in- 
formation for quality-control 
yractices have frequently been im- 
practical because high-speed ma- 
chines made such analysis difficult. 
I: fectiveness of high-speed photog- 
raphy has increased considerably 
vith the recent development of a 
photolight, The high-intensity 
flash of this light permits photo- 
graphing objects moving 3,000 
feet per second, 10 feet from the 
camera in an area as large as a 
5-foot circle. 

These high-speed photographs 
have been used in studying the ac- 
tion of circuit breakers, relays, 
and the rotating parts of high- 
speed machines. Photolight makes 
it possible to “stop” air streams 
traveling 1,700 feet per second. 
This equipment is useful in study- 
ing compressing and steam han- 
dling equipment. 

There was a need in the printing 
and photographic industries for an 
instrument to control exposure. A 
device was developed known as 
Totalux which eliminates guess- 
work in calculating photoengrav- 
ing, lithographic, blueprint, and 
similar exposures. This portable 
machine weighs only 16 pounds. 

Totalux is not just an exposure 
meter. The machine analyzes vari- 
ations in light intensity that other 
instruments could not detect. For 
example, the intensity of arc lamps 
with fluctuations in line 
voltage and differences in carbon 
intensity. Such conditions may re- 
sult in incorrect exposure, since 


varies 
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Glad this first day back at the old 
grind is over! Miss Whoozis gone?... 





I'll stamp the letters . .. wonder where 
she keeps the stamps? Or does she?... 












Stamp box snafu! . . Have to take these 
letters with me! Wait...all is forgiven! 


Something new wa ae 


to the office while you were away, Major!... 
The Postage Meter makes adhesive stamps unnecessary, 
prints postage as needed for any kind of mail... seals 
the envelopes at the same time... handles the day’s 
mail ?n a matter of minutes... Prints a dated postmark 
too, which helps hurry your metered mail through 


the post office... A great convenience, always has the 


| value of stamp you need . . . stops stamp leaks and losses, 


does its own counting... Even a small office can afford 
a Postage Meter—tens of thousands in use everywhere 


...Call the nearest Pitney-Bowes office, 


or write today for free illustrated booklet. 


= PITNEY-BOWES Postage Meter 


(1) 


Prrney-Bowes, INnc., 2105 Pacific St., Stamford, Conn. 
Originators of Metered Mail. Largest makers of postage meters 
Officesin principal cities. IN CANADA: Canadian Postage Meters, Ltd. 


89 











40 





“DEAR SIR...” 


(He almost said “Hello’”) 


..-And no wonder. For this new version of Dictaphone Electronic 
Dictation is just as easy as using a telephone! 

It’s always there at your elbow . .. ready to record all your ideas while 
they're hot. Just talk them into the convenient hand microphone in a 
natural, conversational voice instructions, reports, memos and 
letters. 

Because the microphone filters out office noise, it’s ideai for busy 
surroundings. Yet it picks up your lowest tones with ease! 

Meanwhile your secretary is freed from note-taking . . . protecting 
you from interruptions and doing her other work better. You'll both 
agree that the new close-talking Dictaphone machine doubles your abil- 
ity to get things done. 

See the new Dictaphone Electronic Dictating Machine now. Your 
local representative will be glad to show you models for cabinet, stand 
or desk-top use. Consult the phone book. Or write for descriptive 
literature. 

Dictaphone Corporation, Dept. P-9, 420 Lexington Avenue, 
New York 17, N. Y. In Canada: Dictaphone Corporation, Ltd., 


66 Richmond Street, W., Toronto 2, Ont. 


TZ; ee 
DICTAPHONE ©kc¢i0nie Ditton 


The word DICTAPHONE is the registered trade-mark of Dictaphone ( orporation, makers of 
Electronic and Acoustic dictating machines and other sound recording and reproducing 
equipment bearing said trade-mark 


ordinary meters will not detec: 
them. Totalux analyzes the lig} 
on hand at any moment and gives 
the correct exposure to cope wit), 
varying light intensity. 

Work of the quality control e: 
until th. 
product is in the hands of the co: 


ginecr is not finished 
sumer. No matter how careful! 
production of an item is controlled 
it is of little value if a produ 
reaches its destination damagy:| 
because of poor packing. 

A puncture tester was devise! 
to determine the amount of pr 
sure, measured in pounds, requir«« 
to rupture packing material. Wit}, 
this device a packing specialist ¢: 
test or develop coverings until « 
suitable one is found. A mecha 
ical arm swings forward again 
the packaged materials. The di 
tance it travels through the m 
terial is measured on a scale which 
determines the resistance of thx 
material to mechanical rupture. 

There is also a cushioning met«: 
to determine the effectiveness of « 
wrapping. This machine consists 
of an electric mechanism which 1 
sponds in varying degrees to tl« 
shock it experiences. 

The machine is attached to a 
mock-up of the article to be pack- 
aged and records the peak shock 
received. This eliminates the dan- 
ger of damaging delicate instru 
ments or costly equipment in test 
ing the packing. After being at 
tached to the unit, the mock-up is 
dropped on a hard surface and tl. 
peak shock is read from the in 
dicator. This device is as easy to 
carry as a portable typewriter and 
weighs only 17 pounds. 

Designing special measuring 1 
struments reached a peak during 
the war. Many of these machines 
today are finding a wide applica 
tion to a variety of products in 
applying the techniques of quali'y 
control. 

When quality control was intro 
duced several years ago, it was 
considered principally as an «id 
in engineering and production. 
Today this relatively new teclr 
nique is providing information :s 


sential to top management as w: Il. 
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THE VACANT 


VEN WHO ARE SELECTED FOR THE 
(OP MANAGEMENT JOBS MUST HAVE 
4 WELL-ROUNDED KNOWLEDGE OF 


THE WHOLE BUSINESS STRUCTURE 


lave you ever been by-passed to a bigger job by a man 
vou thought was less well qualified? Wondered what he 


had that you didn’t have? 


If you could have listened in when that decision was 


made, you would have heard something like this: 


“How about Bill for this job? He has handled his 


department better than anyone we ever had in there.” 


“No, Bill won't do. He has too many blind spots. We 


need someone who is familiar with al// angles of business.” 


In the days ahead the man with blind spots in his 
training will find himself more severely handicapped 
than ever before. For when business is running at flood 
tide, the men who are selected to fill “the vacant chair” 
at top management's table are those who have never 
stopped learning...the men who have a thorough know!l- 


edge of the whole business structure — Accounting. 


Finance, Production and Marketing. 


Not only in the higher altitudes of management, but 
down through all executive levels, men are far better 
equipped for heavier responsibilities when they know 


the basies underlying all business operations. 


Since 1909, the Alexander Hamilton Institute has 
helped thousands of men to overcome their deficiencies 
in essential business knowledge. And has, as a result, 
assisted them in moving up to more important jobs and 


higher salaries. 





The Institute's story is summed up in a stimulating 
641-page booklet, “Forging Ahead in Business.” A 
copy is offered, free and without obligation, to any- 
one who is interested, Simply send in the coupon and 
it will be mailed to you promptly. 
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Broad in scope, the Institute’s Vlodern Business Course 
and Service covers all four basic departments of busi- 
ness — Accounting. Finance, Production and Marketing. 
It offers a systematic, time-saving method of bringing 
to any man’s home or office the Knowledge and training 
which he needs. but which he cannot acquire through 


his own experience within a reasonable time. 


ALEXANDER HAMILTON INSTITUTE 
Dept. 157, 71 West 23rd Street New York 10, N.Y. 
Canada: 514 Wellington St., W., Toronto 1, Ont. 


_ patter gate opatppeneiecibdhenmdemaat as aimaicararaa onan 
ALENANDER HAMILTON INSTEPL TE 
Dept. 457, 7L West 23rd Street, New York LO, N.Y 

| In Canada: 54 Wellington Street, West, Toronto L, Ont 


Please mail me, without cost, a copy of the 64-page book — 


“PORGING AHEAD IN BUSINESS.” 


Dame 
j Firm Name 
Business Address 
i Position 

@ Home Address 


‘1 








New Rear-Engine Car Is 
Promised Next Spring 





Kaiser-Frazer won’t be alone in the new car field. 
The Tucker Corporation has disregarded many taboos 
of automobile manufacturers in planning its new car 





GROUP of widely experienced 
automotive men, headed by 
Preston 


Tucker 


year and recently leased the gov- 


Tucker, organized The 
Corporation early this 
ernment owned Dodge-Chicago 
plant, which turned out B-29 Su- 
perfortress engines during the 
war. 

The Tucker Corporation will 
build a modern, rear-engine car 
known as the Torpedo. Priced in 
the medium car range, the com- 
pany hopes to have the car on the 
market not later than next spring. 

The Torpedo will weigh about 
two-thirds as much as similar me- 
dium priced cars. In addition to 
rear-engine drive, the car will have 
aircraft type brakes. Using welded 
steel tubing for strength and light- 
ness, the body and chassis will be 
designed as a single unit. This new 
design eliminates the transmission, 
drive shaft, and differential. 

The huge engine works covering 
475 acres built and equipped at a 
cost of more than $170,000,000, 
was awarded to The Tucker Cor- 
poration by the War Assets Ad- 
ministration on a 5-year lease 
with option to buy for approxi- 
mately $30,000,000 for land and 
buildings, and an additional $30,- 
000,000 for machinery. Arrange- 
ments have been completed for 
financing the corporation to the 
extent of more than $20,000,000. 

The plant has access to every 
facility needed to manufacture a 
new automobile including raw ma- 
terials, allied manufacturing en- 
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terprises, labor supply, and ade- 
quate transportation. The com- 
pany moved into the plant 2 
months ago. 

Although full production is not 
expected for about 6 to 8 months, 
total employment is expected to ex- 
ceed 35,000 persons in the Chicago 
area alone. The first model will be 
a six-passenger closed car with 
150 horsepower. 

The Tucker Corporation is plan- 
ning a new type of service depart- 
ment for its dealers. Dealers will 
carry spare engines in stock like 
storage batteries are handled to- 
day, so the owner will not be held 
up if the engine needs repairs. En- 


gines will be serviced or rebuilt at 


the factory. Mounted on the chas 
sis by four bolts, the engine ca 
be taken out and replaced in a 
little time as 15 minutes. 

Preston Tucker, president of th 
corporation, began developin 
features of the new Torpedo ca 
several years ago, when he was di 
signing racing cars. <Associat« 
with Tucker in the management « 
the organization are H. A. Brown, 
vice president and assistant to tl. 
president, former vice president o 
General Motors of Canada, Ltd. ; 
Fred Rockelman, vice presiden 
and director of sales, former presi 
dent of the Plymouth Division o! 
Chrysler Corp.; Robert Pierce, 
vice president and treasurer, for- 
mer director of the Briggs Manu 
facturing Co.; William J. O'Neill, 
consultant to the management, 
former president of Dodge Divi- 
sion, Chrysler Corp. ; and Herbert 
Morley, 
who was formerly manager of «ll 
Detroit plants for Borg-Warner. 


director of purchases, 





Preston Tucker, third from the left, president of The Tucker Corporation, looks 
over blueprints of the former Dodge-Chicago plant with company officials 
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Businessmen Go 
Back to School 


(Continued from page 30) 


From the very first the tempo 
for the course was keyed in expecta- 
tion of a high caliber performance 
from the select group. None but 
faculty members of professorial 
rank have been called upon to 
teach. Even so, the businessmen 
have surprised their distinguished 
tutors with an overwhelming ca- 
pacity to take it as fast as it can 
he dished out. In the second year 
of the program, the university has 
found it possible to work in dif- 
ferent instructors with increasing 
rapidity, resulting in a correspond- 
ingly swift change of emphasis and 
viewpoint. 

Having once overcome an initial 
reluctance to discuss pure theory, 
the businessmen-students proceed 
to tie theory firmly to fact. Brisk 
exchanges of opinion are plentiful- 
ly illustrated with examples from 
personal knowledge. To instruc- 
tors, it furnishes an illuminating 
contrast with inexperienced stu- 
dents for whom such discussion re- 
mains, of necessity, in the realm of 
theory. In these informal ex- 
changes which follow in the latter 
period of each class, businessmen 
not only learn from each other, but 
frequently end up by giving ideas 
to their interested instructors. 

Next year, standing in quasi- 
professorial shoes, star pupils will 
be given an opportunity to show 
their wares. At that time the uni- 
versity hopes to put into effect a 
Supervisory Training Program for 
individuals just under the execu- 
tive level. Graduates of the Execu- 
tive Program will serve as instruc- 
tors. About 20 of them have al- 
ready indicated their eagerness to 
continue the work which has broad- 
ened their knowledge, viewpoint, 
and contacts—work which has 
made them more useful to the 
country as businessmen as well as 
citizens. 
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My VOICEWRITER makes 


my secretary a real 
executive assistant! 


Says Joseru Keno 
President 







Dorotny Gray Lrp. New York 


Internationally Famous Cosmetics 


ig 


* 
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Policy matters, product planning, sales and 
advertising programs require his attention— 


Along with a daily flood of correspondence, 
interviews and out-of-the-office duties. 

No wonder he welcomes the help an able 
secretary can give him 

Because VOICE WRITING saves hours a day 
for him and for her! 


| When an Edison Electronic VOICEW RITER takes dictation. instead of 
a busy seeretary, the “executive team” gets more done, in less time, with 
less effort. Thousands of executives have proved that. Ask for proof on 
your own work. Phone Ediphone. your city. or write Thomas A. Edison. 
Incorporated, Dept. E-9, West Orange, N. J. (In Canada, Thomas A. Edison 
of Canada Ltd., 29-31 Adelaide St. West. Toronto 1, Ont.) 


| EDISON 
nha 
VOICEWRITER 


Product of Ediphone Division, Thomas A. Edison, Incorporated, West Orange, N. J. 
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General Mills’ Blueprint for Growth 


(Continued from page 9) 


managers moved into their terri- 
tories all over America to talk to 
thousands of wholesale distribu- 
tors.” These district managers 
had a research job to do before 
they started making distributor 
appointments. 

“They wanted to find out what 
liked and disliked 
about their sources of supply,” Mr. 
Kelly said. “They discussed some 


distributors 


of General Mills’ merchandising, 
selling, and advertising plans with 
these distributors. They were mak- 
ing plans for working closely with 
distributor sales staffs. They were 
supplying them with practical, 
workable sales plans, helping them 
present these appliances to retail 
dealers, and helping to train retail 
salespeople. 

“This field research plan went a 
Mr. Kelly added. 


distributors 


step further,” 
“Before 


were appointed, these district man- 


W holesale 


agers polled retailers in their ter 
ritory to determine their distribu 
tor preference.” 

Another General Mills’ policy is 
that the company can continue to 
exist only so long as it distributes 
quality products which satisfy the 
necds of the public. Research was 
a means of putting this principle 
into effect. General Mills isn’t mak- 
ing home appliances the way the 
company thinks they should be. 
They're 


to help design homemaking instru 


asking women who know 


ments that will be easier to use and 


vive them better results. The 


Ss 


will 
sales and distributing organiza 
tion follows this same pattern. A 
program is already in effect to set 
up retail service organizations 
throughout the country. 

An example of how this service 
principle has paid dividends is il 
lustrated by the more than a mil 
lion letters a year received by the 
home service staff. About 16 girls 
are needed to write helpful, care- 
fully thought-out answers to these 


letters. In the home service de- 


+4 


partment, recipe suggestions are 
tested and cooking failures are in- 
vestigated. General Mills has spent 
10 million dollars developing the 
Betty Crocker service. But it has 
been worth it. Dollar sales volume 
has more than doubled since this 
program was installed. Today this 
service will include detailed, usable, 
tested information on how best to 
use each of the new appliances to 
be produced by General Mills. 
Again the company carried this 
service principle into the sales and 
distribution of its products. Spe- 
cial sound-slidefilms were produced 
to help home appliance dealers 
demonstrate these products. 
Another 
members of its organization, with 


basic policy is that 
the experience and know-how they 
represent, are the company’s most 
important asset. 

Applying this principle to its 
new venture, General Mills called 
H. Graham, noted 
(formerly 


upon Morris 
professional inventor 


with the Bell 
head its product development in 


Laboratories), to 
home appliances. To direct its 
sales organization, General Mills 
hired Roscoe Imhoff, formerly with 
Electric Company and 
Electric & Manu- 
This 


formula of obtaining experienced 


Proctor 
Westinghouse 
facturing Company. basic 
men with technical know-how was 
carried throughout the sales or- 
ganization. All but 2 of the 17 dis- 
trict managers are experienced ap- 
pliance sales managers. 

Company loyalty has been one 
reward of this employee policy. 
Today General Mills has 
10,000 employees. Out of approxi- 
mately 3,000 who 


Armed Forces, more than 78 per 


over 
entered — the 
cent returned to the company. 
Over a long period, General Mills 
has developed a retirement system, 
health 


courses, and safety programs. 


association, training 


The policy of fair wages and 


salaries has enabled the company 


to pick unusual young men and 
develop them for executive posi 
tions as fast as they demonstrate 
they can take responsibility. The 
company’s 16 vice presidents are 
mostly young men who get $24,000 
to $35,000 a year. 

This is one reason why General 
Mills was able to attract some of 
the country’s most capable men in 
the electrical industry to man top 
positions in its appliance division. 

Sale of its 
prices is another General Mills’ 


products at fair 


fundamental. Though demand for 
houschold appliances of all kinds 
is high today, these new products 
will be low priced. The Tru-Heat 
iron, for example, will retail at 
$9.75. At present the mechanical 
division supplies only about 5 per 
cent of the company’s profits. 
Earnings last year were equiva 
lent to a little less than 214 cents 
on each dollar of sales. 

In_ the 
General Mills hopes to balance its 
stablk 


profits of flour milling with a wid 


home appliance _ field 


comparatively low — but 


but unpredictable range of profits 
in appliances. Dividends have been 
earned and paid every year, and 
75 per cent of the company’s earn 
ings have been paid to stockhold 
ers. This record has been equalled 
by few other companies. 

Another General Mills’ belief is 
broadening customer acceptanc 
of its products through aggressive, 
up-to-the-minute selling and adver 
tising. Sales volume demonstrates 
the effectiveness of this policy. 

For more than 2 years befor 
its first household items were avail 
able, ads were running in national 
consumer magazines showing the 
“Magic Motor,” an entirely new 
application of electrical construc 
tion. These ads were telling and 
retelling the story of General Mills 
research on new products, and 
helping to win acceptance for its 
home appliances. 

When the company was spending 
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$40,000 a year on its advertising 
in 1901, there were flour merchants 
who thought General Mills was 
recklessly throwing its money 
away. ‘Today’s 12-million-dollar 
advertising budget makes General 
Mills America’s sixth largest ad- 
vertiser. 

General Mills has published a 
series of ads showing that almost 
three-fourths of its nearly 300 mil- 
lion dollars gross go for raw ma- 
terials and about 32 million dol- 
lars go to employees. Labor costs 
are comparatively low in the mill- 
ing industry. The amounts spent 
for power, depreciation, taxes, 
dividends, and reinvestment were 
also given. 

In 1939, a special film was made 
entitled The Year’s Work, based 
on the annual report. Stockholders’ 
meetings were held in eight cities 
where this film was shown and 
questions were answered by Board 
Chairman Bell. 

The company feels the public 
has a big stake in General Mills. 
W. Howard Chase, 35-year-old 
public relations director and for- 
mer Harvard instructor, is an 
example of the brilliant young men 
who help direct General Mills’ 
policies. To him General Mills is a 
public utility, privately owned. To 
this end he has fought for under- 
standable financial reports, good 
labor relations, and a sound pen- 
sion system. 

The idea that greater efficiency 
and higher output per man, with 
lower unit costs, make possible 
lower prices and increased wages, 
guides company operations. Two 
months ago Harry A. Bullis, presi- 
dent, reported to stockholders 
that new plants will be built, that 
new products are on the way. To 
make this program a reality, Gen- 
eral Mills issued 10 million dollars 
in debentures 2 years previously, 
to provide more working capital. 

Review of the company’s policies 
indicates that, although it might 
be a little startling if General 
Mills announced it were planning 
to enter the shoe industry or 
operate a railroad, there would be 


little doubt of its success. 
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Topsy... meet Turvy! 


Great little comedy team, that Topsy- 
Turvy combination ... but not so funny 
when their stage is your desk, and 
you're trying—hopelessly—to do an effi- 
cient job with woefully inadequate 
equipment! The right kind of desk, 
though, is a keenly engineered tool... 
designed to speed and simplify the work 
of every one in an office. And the man 
who knows all the inside stuff on modern 
desk management is your friend — 


ART METAL’S 
“MR. EXPEDITER, O.D.” 


Yes, he’s the friend of any harried 


executive — he’s a ‘Doctor of 


Offices’’” who knows how to save 
time and money, step up work 
schedules and reduce personnel 
fatigue. Ask his advice on your 
problems. Ask for the low-down on 
smooth, modern methods—and 
send for free folder showing a 
brand new idea in office furniture 
— Art Metal's Conference Desk! No 
charge for advice and service. Simply 
call your local Art Metal dealer 
or write Art Metal Construction 


Company, Jamestown, New York 


Makers of 


ART METAL STEEL OFFICE EQUIPMENT 


POSTINDEX VISIBLE INDEX RECORDS 


*WABASH FILING SUPPLIES 


#o subsidiary 


BALTIMORE © BOSTON e@ CHICAGO 
LOS ANGELES ° 


eASHRAL Spy 
an 


NEW YORK . PHILADELPHIA . PITTSBURGH . 





Art Metal 


ompany 


CINCINNATI 7 DETROIT . HARTFORD 


WASHINGTON 





Wabash| 


CUTIE TTT) 
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Jamestown. New York 
U.S.A 










SYSTEMATIZED EQUIPMENT AND RECORDS FOR BUSINESS 
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TALK 
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WITH THE NEW 1947 


FLEX/F ONE 














— 


Give orders . gather in- 
formation . . . with the New FLEX/- 
FONE! No waiting for operator, no 


.. get action... 


dials or buzzers. Save time, money. 


steps and nerves. Executive decisions 
ire swiftly, clearly carried to the man 
vou want or you can hold 
FLENIFONE conterence with 


Choice of several 


a rapid 
s>veral 
men, each at his desk! 
models with capacities up to 200 con- 
nections. No restrictions— prompt ship 
ment. Mail coupon today and let free 
folder show vou how FLENIFOVE gives 


vou H ings for Your HW oords 


oPERADIo 


FLEX/F ONE 


| INTERCOMMUNICATION SYSTEMS < 


PIN TO YOUR LETTERHEAD 


| ' 

a ~% 
OPERADIO MFG. CO. 
DEPT. AB-9, ST. CHARLES, ILL. | 


Please send free literature as checked 


Flexifone Intercommunication 
Plant-Broadcasting 
Make appointment to discu 


our needs 


Name. 


Address 


City : -State.... | 


Records Put Sales Facts to Work 


(Continued from page 17) 


The sales record card is ruled 
on both sides to hold a permanent 
record of 4 years’ sales, by months. 
Over it is a flyleaf, ruled to provide 
spaces for entering the date, num- 
ber of packages of each of four 
total 
and cumulative total for the month 


sizes sold, amount of sale, 


to date. As orders are received, 
they are posted’ to this flyleaf. 

At the end of the month, the 
cumulative total on the flyleaf is 
transcribed on the permanent card 
which is similarly ruled. The cumu- 
lative total for the year to date is 
entered in another column on the 
card. The difference is, of course, 
that day-to-day sales are posted 
on the flyleaf, whereas only totals 
for the month and for the year to 
date are entered on the card. 

At the bottom of this card is an 
acetate title-insert holder on which 
is printed a scale, numbered from 
5 to 100. The 
quota, and kind of business of the 


address, name, 
customer are typed on the title in- 
sert. The kind of 
dicated by a letter, such as “H” 
a window 


business is in- 


for hardware. There is 
in the title-insert strip. In this 
window is a long, paper tape with 
a printed scale, numbered from 1 
to 100,000. There is also a colored 
Hag, called a “translator,” in the 
window, 
Suppose a customer’s annual 
quota is $1,000. In such case, the 
tape is folded and inserted in the 
window in such position that the 
1,000 figure printed on it corre- 
sponds with the 100 figure on the 
title-insert holder. The scale on the 
tape indicates total sales for the 
year to date; that on the title 
insert holder represents percent- 
ages of quota. The tape scale is 
prepared on a slide-rule principle. 
The 


upper edge is opposite the figure 


translator is moved so the 
representing sales to date on the 
tape. The lower scale automatical- 
ly shows the percentage this figure 


is of the customer’s annual quota. 


In the example cited, if the trans- 
lator indicates 500 on the tape, 
then the pointer indicates 50 on 
the lower scale. This means sales 
to date have totaled $500, which is 
50 per cent of this customer’s 
quota for the year. If the time 
were the first of May, then one- 
third of the vear would have been 
passed, and the customer would be 
considerably ahead of quota. 

Sales to another customer with 
a quota of $1,000 might have to 
taled only $300 up to May 1. The 
translator would indicate 300 on 
the tape and 30 on the lower scale 
showing his actual purchases in the 
first 4 months had 
only 30 per cent of his yearly 
quota. what the 
quota is or the total sales to date, 


amounted to 
Regardless of 


this visible record shows both the 
sales and the percentage of annual 
quota to date. 

Red translator flags are com 
monly used for accounts which ar 
about normal. Green ones are used 
for those accounts which are far 
over their quotas, and serve to 
indicate a revision of quotas is 
in order. This color scheme prob 
ably will be carried further, later 
on. A pink translator might be 
used for accounts which are about 
mecting their quotas; green ones 
for those ahead of quota; and red 
ones for those falling so far behind 
quota as to require attention. 

This is hardly of major impor 
tance, because in an open tray, 
title inserts on all cards in that 
tray are visible. The position of 
the translators on them can _ be 
seen, even from a distance. At any 
time of therefore, 


given year, 


translators on all cards of cus 
tomers who are about meeting their 
quotas will be near the same posi 
tion. The translator on an accoun! 
far behind quota will be corre 
spondingly far behind the others. 

“This system keeps us constant 
ly informed of the status of ou 
sales and sales effort, right up to 
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he moment,” Mr. LePage said. 
‘[t shows at a glance, without the 
ecessity of doing any calculating, 
ist how we stand in each district 
nd city, and what the status of 
ich account is at the moment. 
Ve can see, instantly, not only 
‘hat our sales to date have to- 
iled, but also what percentage of 

nual quota this total is. If a 
aven district, city, or account is 

en to be behind quota, we have 

ily to flip a card to reveal the 
des effort which has been applied. 

“The information listed on the 
irds can be accumulated quickly 

id used in preparing semimonthly 

ports to our district managers. 
\Ve furnish them the actual record 

their progress, make compari- 
ms, and call their attention to 
pertinent data. 

“We consider the records so 
iuable, and their accessibility so 

portant, that after installing 

e system last year, we went back 

1942 and transcribed the ree- 
ids from the old cards. 

“The information on the cards 
s also invaluable in preparing our 
udgets, scheduling production, 
lanning our advertising, and in 
lirecting our field crews.” 

The system Solventol uses in the 
ndustrial sales department is the 
same as that described above, ex- 
cpt in the arrangement of cards 

the files. Here the cards are filed 
first by supervisor, then by sales- 
nen, with the accounts of each 
salesman in alphabetical order. 





Neat Mouth 


The story of the big 
development in air 
freight. Facts every 
businessman will 
want to know about 
faster delivery. A case 
history of how a. vari- 
ety of industries are 


using air freight. 
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VAIL yourself of the services of a USPM specialist and you 
have the answer to faster, smoother, systemized mailroom 
operation. Trained and experienced in solving any mail handling 
problem, he is capable of bringing you the full benefits of the 
USPM Mailroom Planning Service. 

This service includes careful study of your individual needs, 
establishment of work routines and systems, and recommen- 
dations of equipment to make your mailroom set the pace for 
the other departments in your organization. 

USPM offers you the only truly complete mailroom planning 


service—the result of years of research and experience. 


SEND FOR NEW FOLDER. I\lustrates and describes all 
USPM Mailroom Systems and Equipment. Write 


Department AB-96 for your copy. 





Metered Mail Systems . . . Letter and Parcel Post Scales . . 
Envelope Sealers . . . Multipost Stamp Affixers . . 
Endorsographs . . . Ticketograph Systems 


. Letter Openers 
- Mailroom Equipment 


Visit our exhibit at the National Business Show, 
New York, N. Y., September 30 to Cctober 5. 


Sales and Service Offices in Principal Cities 


U.S. POSTAL METER DIVISION 


ROCHESTER 2, NEW YORK 


MMERCIAL 


NTROLS 
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‘‘Just give the 
job to 


Statistics 
and your worries 
will be over!” 


STs eygrital 
DEPARTMENT 


oF YouR OWN 





More and more, busy executives are turning 
over their fact-and-figure-finding problems 
to STATISTICAL Tabulating Company. 
Here, under one roof, are complete facilities 
for TABULATING, CALCULATING, 
STATISTICAL TYPING AND MARKET 
RESEARCH— backed by the largest inde- 
pendent punched card tabulating service in 
the middle west. 


We offer our experienced personnel and 
complete, modern mechanical equipment; 
unquestionable integrity in preparation of 
confidential data; proven experience in 
punched card tabulating methods to give 
you the facts you want when you want them 
quickly, accurately and economically. 
In short, STATISTICAL offers you all of 
the advantages of a fact-and-figure-finding 
department of your own with none of the 
headaches of personnel and equipment. 


Phone HARrison 2700 today and find 
out how easily you can put any or 
all of these services to work for you. 


STIS TICS 


TABULATING COMPANY 


53 West Jackson Bivd., Chicago 4, Ill 


° 





> 


Continued from page 13) 


he returned to Yoakum and went 
to work in the bank. 

It was his thankless task to un- 
scramble the affairs of the tannery 
and make recommendations 
either to continue operations or to 
liquidate. 

The 


more he 


more he unscrambled, the 
studied the history of 
the company and the causes of its 
failure. The more he studied, the 
more the business fascinated him. 
He wound up buying the outfit! 
Today, the company produces 
more saddles than any other con- 
cern in- the nearly 
30,000 in 1945. 
and leather harness sell wherever 
work belts 


and billfolds are sold by leading 


country 


Its horse collars 


there are horses. Its 


retailers in every state, through 
23 company salesmen who sell 


billfolds. 
Further, the company’s shoe and 


nothing but belts and 


findings are in demand 


Southwest—the 


leather 
throughout — the 
same Southwest which not so long 
ago said good leather could not be 
produced in Texas. 

“When we 


the same major 


took over, we found 
problem which 
confronted and stopped the former 


Mr. Welhausen, a 


ruddy-faced ‘Texan 


se Cb 
owners,” said 


jovial, who 
neither talks nor acts in a hurry. 
“The tannery was capable of pro- 
ducing just as good leather as any 
plant in the country. But the trade 
down here wouldn’t accept that as 
fact. So there was no market for 
the leather. It looked like we were 
up a box canyon, the same as the 
other owners.” 

There was one major difference : 
The new owner was not content to 
remain in the box canyon. 

“If we can’t sell the leather,” 
he told his associates, “then we'll 
use if ourselves.” 

Almost from the time there were 
Texas Rangers, these lawmen had 
been experiencing difficulty in find- 
ing belts sturdy enough to hold 


up two long-barreled, large-cali- 


800 Jobs from One Sales Idea 


ber pistols. No belt manufactun 
was producing such a belt. Whi 
a ranger really wanted a good be 
he went to a leather shop and hi: 
it made to his order. In most su 


cases, the maker sacrificed a 
pearance for utility. The rang 
had a belt that would hold up bo 
his pants and his guns, but it w 
short on looks. 

Here, to Mr. Welhausen, was 
chance to experiment. Here mig 
be the entering wedge that couitd 
the leath 
goods he knew his company mu 
make if it 
market for its tannery producti« 

And so_ the 
Tex Tan 


Texas Ranger belt. Because M 


lead to a market for 


ever was to have «4 
company’s fi 

product was born—t\« 
Welhausen and his leatherworking 
talked to a lot of 
rangers and other law enforcement 
officers 
liked in a belt, the first produ 


experts had 
| 


about what they reall 


tion caught on. It was a_ belt 


sturdy enough to support two 
heavy guns, and yet it looked nix 
It was only a short time until 
TexTan’s Texas Ranger belt was 
standard equipment for Texas 
lawmen. 

That was a good market, hut 
there were just so many officers 
On the 
was capable of producing enough 


week 


the state for years to 


other hand, the tanner) 


leather in a to outfit ev 
lawman in 
come, 

Mr. Welhausen hit 


other basic fact: A lot of men lik 


upon 


to “go west” in their attire. .\t 


least millions, he believed, would 
go as far “west” as their enviren- 
allowed. Accordingly, T 

a “refined” Range 


overlapping Joop, 


ment 
Tan designed 
belt with an 


somewhat lighter than the original 


Ranger, but embodying all lv 
basic Ranger features. 
The new belt took on almost 


overnight. Texas liked it. Whetiic! 
aman was a “drug-store cowboy” 
citizen, 


or just a run-of-the-mill 
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lie belt appealed to him. He liked union 
ts typical, if subdued, theme. One PACIFIC 
Jesman began calling on men’s 





ores in Texas; then two sales- 
nen, then three. Soon the demand 
roke the bounds of Texas, spread 






















ur | over the Southwest. So fast that 
V hi ven the management was startled, 
bel, w elite East began ordering 
hive (exas Ranger belts. Today, 2% 
suc) desmen call on dealers in all the 
a is states, not only to sell belts but 
nye | show dealers, in turn, how to 
boi ell belts. 
Wiis In the meantime, the company 
nade a few hand-tooled saddles— 
AS A vot to see how cheap the saddles 
lig uuild be sold, but how good they 
ould nuld be made. 
thes Here again, the company fell 
must ik upon a fundamental human 
ye a ut. In this case, it was the cow- 
tien, joy’s inherent pride in his horse, 
first is boots, and his saddle. Mr. 
the \elhausen knew cowboys and cat- 
M lemen well enough to know that 
king nany a range man would go hun- 
t of ery rather than ride an inferior 
nent saddle. W,; } : E f 2 
7 al . . » » r 2 € ‘ > 28 » > 
oally [he company took its time ith the — = ace — the western frontiers 
Pith bout producing saddles. It made ne Mas red. rey brought me n, a me rs for 
» . go homes ¢ owns, transport: ri arketing 
belt them as fine as possible and set the on aon . Th . -— tow - transp teegge H ‘nd : ling 
am price where it belonged. Today, awe aaa 1en wa ge wre yulit. And industries 
selina ta , ; thrived where railroads paved the way. 
mic lexTan’s Hereford saddles are - . ° = . ae 
ant il distributed throughout the coun- In the 13 great states served by Union Pacific, there 
was try, through dealers who are served still is land to be tilled, minerals to be unearthed, 
eXas by a force of company salesmen livestock to be raised, room for new homes and indus- 
selling nothing but saddles and trial expansion. 
but leather harness. The company has — ; : , . 
é Union Pacific will continue to serve the territory it 
Cors found, as it suspected all along, . oo ca ’ 
yioneered, by providing efficient. dependable. safe trans- 
“ce > 
ner) that any man—Long Island “so- : ’ : : ; . . 
Me, . portation for shippers over the time-saving Strategic 
nigh cil” horseman or Utah cowboy— 
: Middle Route. 
very has a keen sense of saddletaste. 
s to The company has cashed in on this LS “fe 
heap be Specific - 
from every section of the country. > 
- ™ “ 
un As soon as belts reached semi- Sa U ' P ifj 
eo oe 4 Union Facitic 
national proportions, Mr. Wel- 
\t A 
hausen recognized the need for a ¥ Union Pacific will gladly furnish confiden- 
ould i ° | tial information regarding available indus- 
strong companion item to cut down } trial sites having trackage facilities in the 
roe ‘ ; m e territory it serves. Address Industrial Dept., 
r the cost of selling belts alone. Bill- | Union Pacific Railroad, Omaha 2, Nebr. 
\ . a . 
folds were a logical second line. 
nee rr . 
Chey are a natural companion of | 
oop i 5 ‘ 
val Pp te belt line and most dealers 
hn carry both. 
Kight factories in two Texas 
most towns turn out Texan leather | | 
ther BP products. A large daylight plant in | 
yoy” Cuero, devoted solely to saddles, | 
a | 
-70Ns produces on a production line 
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TWO FEATURES OF 
REX-0- 
FLUID TYPE DUPLICATORS 


THAT SAVE TIME IN 
DUPLICATING AND 
SYSTEMS WORK 


QUICK-CHANGE MASTER 
GUIDE 


This feature saves a lot of time 
where you use many Masters and 
comparatively few copies from each. 
The guide clamp opens by a quick 
reversal of the crank handle. Then 
just slip the Master into the Guide, 
dropping it into the open slot—-and 
start your handle in forward motion 
and your Master is secure ready for 
printing. A simple flick of the handle 
again ejects the used Master in the 


receiving tray. 





Inserting a Master in REX-O-graph 
QUICK-CHANGE MASTER GUIDE 


“LIGHTNING” PAPER CENTERING 
Paper on the feeding tray is “automatically” 
centered on a REX-O-graph by the mere 
turn of a handle (or quick movement of a 
lever as on Model SA). Centers paper of any 


size from 3! 4” to9” wide—accurately, quickly. 


Ask your REX-O-graph dealer to show you 
many more REX-O-graph features that 
assure you finer, more accurate, more eco- 
nomical copymaking and = systems work. 
Models for EVERY need—READY FOR 
IMMEDIATE DELIVERY. 


REX-0-grapah, Inc. 


3741 N. Palmer Street, Milwaukee 12, Wis. 


MANUFACTURERS OF SUPERIOR 
FLUID DUPLICATORS AND SUPPLIES 


50 


schedule. In spite of the produc- 
tion line plan, however, all work 
still is hand-tooled. 

The creation of products to 
utilize the production of the tan- 
nery the Southwest would not buy 
has done its job well. The capacity 
of the tannery has had to be in- 
creased tremendously to provide 
the leather needed to produce the 
products created primarily to pro- 
vide a leather market. 

In merchandising and advertis- 
ing the output of the company, 
belts remain the spark plug of all 
sales plans. The company uses 
large circulation consumer pub- 
lications to advertise belts and bill- 
folds ; 


horse collars, 


farm journals to push 


harness, and = sad- 
dles; and some class publications 
for saddle exploitation. 

In all advertising, the “western” 
theme is predominant. Every ad- 
vertisement carries a cowboy rid- 
ing a bucking bronco or some sim- 
ilar symbol of the West. 

Mr. Welhausen says the copy 
capitalizes on the average man’s 
inherent inclination to “go west” 
as far as possible in his dress, 
even though he may be a bond clerk 
in Wall Street or a soda clerk in 
Minneapolis. 

Almost 
company learned it must sell di- 


from the outset, the 
rectly to dealers with its own men 
if it was going to obtain national 
distribution and consistent mer- 
chandising. Jobbers had too many 
other lines demanding their atten- 


tion—old and well-known lines 


to devote much of it to a new “sec- 
tional” upstart. 
Salesmen are more than that. 


They carry point-of-purchase ad- 
vertising and place it in dealer 
stores. They carry window units 
and make complete window dis- 
plays for dealers. They provide 
dealers with merchandising slants 
and show their salesmen how to 
talk up Tex’Tan belts and billfolds. 
It is a part of their job to make 
dealers and dealer salesmen want 
to “go west” too. 

Salesmen are compensated on 
commission basis, with a_ sizable 


fixed drawing account to cover 
rn 


living costs and travel expenses 

All of Tex’Tan’s more than 800 
employees are covered by various 
forms of private social securit\ 
which has produced exceptional 
favorable labor relations. 

All employees are covered | 
hospitalization insurance, the co 
of which is paid jointly by coi 
pany and employees. All work 
are under a pension plan, tota 
financed by the company, where! 
a worker retires at 65 with a su 
stantial income. 

It maintains a profit-shari 
plan through which all employe 
in plants and offices, who have bi 
on the payroll 3 vears or long 
participate in a share of 
profits. Employees who have be 
with the 
longer receive paid vacations 
week for 1 


2 weeks for more than 1 vear’s 


company 6 months 
vear’s service or les 


service. 
Employees have their own c!| 
in downtown Yoakum, managed 


entirely by their own board 
directors. 

The plants work under an 
centive pay program, whereby a 
man receives compensation dire 
ly in proportion to his producti 
The plan is the basic standai 
hour system. Each job is evaluat 
in the time normally required 
perform it and thereby each u 
of production carries its allotted 
time. The man producing the most 
units receives payment for 
most hours worked. 

A peculiar quirk of comme 
has developed an ironic twist to | 
tannic acid situation, which was 
the basis of the difficult y in t 
ning in Texas. Today, the indus! 
no longer looks to the bark of | 
chestnut and hemlock of New E 
land for the base in tannic acid. | 
comes in extract form from So 
That Yoaki 


Texas, nearer the source of tai 


America. places 
acid supply than the leather c 
ters of the East. 

Which may or may not p. 
that today, no one locality 
claim itself to be the only pl 
that this or that product can ‘« 


manufactured successfully. 
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Increasing office costs, higher salary scales, shortage of help and equipment, put 


more burdens on the modern office manager than at any time in the past. On 


top of this come demands from top management for more figures, more com- 


orehensive reports and statistics. All of which means 
out modern tools to speed the work cannot hope to 


the office manager with- 
keep pace with demands 





FFICE HELP was never so dif- 

ficult to obtain. Even during 
i war it seemed easier to obtain 
fice workers than today. Many 
ompanies are using all kinds of 
iy space display advertisements 
» lure office help. The classified 
ies In many cities are literally 


egging for office workers. Some 
companies list cafeterias, insur- 
nee, sick benefits, paid vacations, 
ospital benefits, and other induce- 
ents in their help wanted adver- 
isements. There may be but one 
iswer for companies which need 
any employees—that’s on-the- 


job training. 
« 
gst SERVICE, Chica- 


go, operator of a large calcu- 
lating, typing, and tabulating 
service used by many companies 
throughout the Middle West, has 
just published an attractive book- 
let called the Inside Story to tell 
its employees everything they need 
to know about a job at Workman 
Service. The company allows paid 
vacations to employees on = an 
wurly basis; 1,000 to 1,085 hours 
worked entitles the employee to 
kK) hours’ paid vacation; 1,086 to 
1,255, 48 hours of vacation pay; 
ind so on, up to 1,766 to 1,935 
hours which brings 80 hours of 
vacation pay. 
x 

ENRY W. GRADY, public re- 

lations man at Marchant Cal- 
‘ulating Machine Company, of 
Oakland, just sent us an index of 


Marchant methods relating to ac- 
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counting and office procedures. 
Many short cuts and accounting 
methods are described in the index 
which may be helpful to office man 
agers. If you want a copy, we 


think Mr. Grady probably has om 


to spare, 
* 
ABOR RELATIONS Institut 


recently compl ted a re port on 
white-collar workers in which it 
lists 34 conditions which cause 
office workers to feel discontented 
with jobs. The four major areas 
of employee dissatisfaction, ac- 
cording to this report, are: 1. In 
adequate grievance machinery; 2. 
poor office supervision ; >. insecu- 
rity and irregularity of duties; 
and 4. 


system. The report is for sale by 


exclusion from = incentive 


Labor Relations Institut« 
* 
se ndahsinag Tire & Rubber 


Company announces that Air- 
foam upholstered furniture will 
ain, after 


Oo 
agi 


soon be on the market 
its disappearance during the war. 
Airfoam is a whipped latex ma- 
terial and was being widely used 
in office chairs, davenports, and 


in home furniture before the war. 


* 
NITED OFFICE and Pro 


fessional Workers of America, 
the CIO white-collar union, is out 
to win a bargaining contract with 
3,000 white-collar and professional] 
workers of the New York office of 
the major motion picture pro- 


ducers. The screen office workers 


are isking for $10 weekly in 
creases, a $30 minimum, arbitra 
tion of disputes, and = imereased 
union security. The union claims 
more than 44 per cent of the home 
office employees in this field now 


aun paid less than $30 a week. 


* 


RANSCRIPTION Sup rvisors’ 

Association of New York is 
worried about the executive who 
“wastes time all day, then starts 
to dictate at 4:30 p.m., keeping 
his secretary until long after 
5:00 p.m.” We didn’t know seere- 
taries would stay that late in these 
brave postwar davs. Anyway the 
association is going to have grad- 
uates of the Packard Commercial 
School in New York tell what they 
do not like about supervisors and 
employers at its regular dinner 


meeting September 9. 


* 
ATIONAL Association of Cost 


Accountants is holding an ex 
hibit of accounting machines and 
office equipment September 25 and 
26 at Horticultural Hall, Boston. 
Roy S. Fletcher, chief accountant 
and office manager of H. K. Por- 
ter, Inc., Everett, Massachusetts, 
is chairman of the business show 
committee. He reports more than 
100 different types of mechanical 
equipment and accounting devices 
will be demonstrated at this 14th 
annual exposition sponsored by 
the NACA in Boston. Many items 
to be seen at this show were orig- 
inally produced for the Army and 
Navy. More than 16,000 attended 
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BUILDING A SOUND 
WAGE STRUCTURE 
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\ write for this 


j FREE 
J PAMPHLET! 


This 30-page bulletin will show 
you how the guesswork can be 
taken out of your wage struc- 
ture and how equitable wage 
and salary scales can be estab- 
lished in your plant. A few of 
the many topics discussed are: 


@ Job Evaluation Methods 


@ Job Evaluation Report 


@ Developing Equitable 
Pay Schedules 


Wage Structure 
Use of Rating Scale 
Point-Rating Method 


Job Titles, Job Specifi- 
cations 


@ Cooperation with Unions 


@ Management Position 
Evaluation 


In the past 25 years, we have 
developed methods of job clas- 
sification and evaluation and 
pay determination that have 
proved most effective in help- 
ing management handle wage 
and salary problems fairly. 
Perhaps we can help you also 
with this difficult’ problem. 


Write for a copy of the pam- 
phlet today! Address Dept. 
9AB. 


BUSINESS RESEARCH 
ele] tte) 7 vale], 


Established 1920 


Consulling Management 


Engineers 


79 WEST MONROE STREET 


CHICAGO 3, ILLINOIS 








this event last year. Admission is 
free, and doors will be open between 
10 a.m. and 10 p.m. One of the 
features will be a new electro-auto- 
matic typewriter capable of writ- 
ing 5,400 
characters, in case you are inter- 


Chinese ideographic 


ested in Chinese typewriters. 
ote 
Nt OFFICE machines are in 


development 
country. But 


the process of 
throughout the 
shortages, strikes, delays in tool- 
ing (the machinists’ strike in San 
Francisco seriously delayed one 
new product) have held back many 
products. Men usually used for 
work been 


pressed into production work to 


development have 
help satisfy demand for present 
machines. Some companies, even 
today, are receiving more orders 
than can be manufactured, so the 
backlog grows bigger and bigger 


in many plants. 


* 
TOCK FORMS are offered by 


many office supply producers, 
which often are as good for the 
purpose as a_ specially designed 
form. We want to suggest that 
buyers check with office supply 
sources before designing special 
forms. We recently had occasion 
to check over two different lines 
of stock forms and were gratified 
to note many of the forms are well 
designed and up to date. 


* 


RGANIZATION CHARTS, we 
think, are often built around 
jobs, when they ought to be built 
around men. One man with the 
title office manager will acquire 
double the authority, assume 
doubie the responsibility of an- 
other with the same title. One office 
manager will get things done, will 
assume heavy responsibilities, and 
be rated along with other depart- 
ment heads. Another will fall far 
short of the possibilities of the job. 
Where the office falls 
down, through lack of ability, or 
through sheer timidity, or unwill- 


manager 


ingness to seek and assume author- 


ity and responsibility, the treas- 
urer, the controller, or possibly 
some other executive is forced to 
perform many tasks better dele 
gated to the office manager. W: 
are happy to state that recent ob 
servations convince us office man 
agers, generally, are building uj 
their jobs, covering more territory 
in the corporate area, assuming 
more authority and responsibility 


* 
= JAD 


shown 


have 


OFFICES 
tremendous improve- 
ments in equipment in the past few 
years. We recently visited a grou, 
of such offices which we had not 
visited since 1943. There were new 
desks and chairs, new carpets and 
wall treatments, new equipment 
and machines of all kinds. During 
the long dreary 1930’s when rail- 
road revenue was scraping bottom, 
the roads were unable to buy much 
new equipment. The recent pros- 
perity has given them a chance to 


modernize many offices. 
* 
MERICAN Management As 


sociation announces a_ con 
ference on office management prob 
lems to be held in New York at th« 
Hotel New Yorker, September 19 
and 20, 1946. Some of the hig! 
lights of the conference as reported 
in advance releases by the associa 
tion are: Analysis of the offic 
labor market; work simplification 
to overcome personnel and spac: 
limitations; office production con 
trol procedures; reducing paper 
work and printed forms; orien 
tation of the new employee; visual! 
aids in office training; keeping 
employees informed; increasing 
executive competence ; relation bé 
tween work measurement and pa‘ 
earned; administration of jo! 
evaluation; administration of sa! 
ary standardization ; influences 01 
office pay scales; the office as 
social structure; experience wil 
office unions; and basic organiza 
tion in the office. Many of thes 
subjects are of prime importance: 
at this time, and the usual heavy 
attendance is anticipated. 
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Oftentimes many of the business problems on a policy level receive a great deal of 
emphasis, without much attention to the day-to-day routine work of business upon 
which the success of these policies depends. Here is a roundup of concise, helpful 
items on new and effective methods which report what a number of companies 
are doing today in an effort to find a better way to do many daily business tasks 











The model hardware store, pictured above, features well-organized display, 
ample counter space, and a number of adaptable suggestions for modernizing 
dealers’ stores. This is the fourteenth in a series of progressive merchandising 
plans offered by the Armstrong Cork Company in a portfolio for retail merchants 





1. Customer Records Go 
To Field Sales Staff 


\FTER 3 years of experimentation, The 
Sealright Company, Inc, Fulton, New 
York, manufacturer of paper food con- 
tainers, has developed a system of fur- 
nishing its field sales force with quarterly 
reports of jobber and customer records. 

Sealright’s sales record department 
uses two Remington Rand Linedex Ro- 
tary customer files. A manually posted 
customers’ net purchase record contains 
the customer’s name, address, account 
number, and the code number of the sales 
territory in which the customer is situ- 
ited. Records show monthly sales in dol- 
lar volume and in quantity of items. 
These records also show the cumulative 
totals to date for both the current yearly 
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sales and for the previous year’s sales. 

These records are particularly helpful 
to salesmen in advising the customer on 
quantities to order. They also give the 
salesmen a picture of the amount of busi- 
ness derived from each account. To make 
this information available to its field sales 
force, these 81/, by 8-inch records are 
reproduced in full size on 814 by 11-inch 
sheets of Dexigraph sensitized paper 
with wide margins at the bottom for 
notations by the salesmen. These records 
are issued in individual pressboard fold- 
ers to Sealright salesmen and district 
managers at 3-month intervals. 

About 3 working days are required 
to complete the posting and 3 more to 
do the photographic work. These finished 
reports reach the field force before the 
twentieth of the month. 





2. Vendor Directory 
Saves Time 


AT The White Motor Company’s Cleve 
land office many office employees were 
constantly calling up the purchase fol 
low-up department for information about 
vendors. Anne Zavada, of White depart- 
ment 152, thought it would be worth 
while to compile a directory of com- 
pany vendors and circulate copies to all 
employees who might have occasion to 
use it. She submitted the idea in the 
form of a suggestion in the company’s 
suggestion system. It was adopted and 
paid for. Seems as if many companies, 
where a number of different people, in 
addition to those in the purchasing de- 
partment, have contact or business with 
vendors, could use the same idea. 


3. Weyerhaeuser Tells Its 
Workers of Future Plans 


WITH all the unrest among workers of 
all kinds today, many companies are find- 
ing it good employee relations to inform 
employees as thoroughly as possible of 
plans for future growth and expansion. 

\ typical example of what employers 
are doing is seen in a recent copy of 
Weyerhaeuse r News, house magazine of 
Weyerhaeuser Sales Company, one of the 
country’s largest lumber organizations. 

In explaining the company’s expansion 
plan a news item reports: 

“We are constructing a sulphate pulp 
mill to use raw materials which were 
formerly wasted. It will produce 1,500 
carloads yearly upon completion. 

“We have designed and are construct- 
ing a plywood plant, hoping to have it 
producing in 1947. It will turn out 500 
carloads a year. 

“We are hurrying the designing and 
planning of two lumber producing plants 
in Oregon to serve timber stands not now 
in operation. These plants will produce 
about 7,000 carloads a year of lumber. 

“The production of these plants added 
to that of our plants now in operation 
will give us an output approaching our 
war peak.” 

Listing of these expansion plans should 
give employees an added _ sense of 
security, convince them the company 
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What makes one 
man worth $40,000— 
another only $4,000? 
... this book tells... 














HOW TO 
CULTIVATE YOUR 
~| TOP EXECUTIVE 
QUALITIES ... 
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—and win success faster in 
the upper brackets 





ror EXECUTIVES iren't born rhey're 
mice Self-made mostly Though they rise 
tlong different routes, the steps to their suc 

ess are similar. They follow a detinite course 
ot tion and arrive it the top as 
planned. Now, here is a practical, inspiring 
book which brings you tl izing success 
formula It outlines a s} ec, detailed plan 
for cultivating the qualities which mark the 
top-flight business leader today illuminating 
ih point with intimate, on-the-job studtes 
of currently outstanding executives 


Just Out 
DEVELOPING YOUR 
EXECUTIVE ABILITY 


By Howard Smith, Personnel Consult- 
int Noted Lecturer and Instructor 
with Dale Carnegie Institute. 225 pages, 
DM vB, $2.50. 








rhi book provides a blueprint that shows 
WwW you can win itive success. Showing 
hat ex ut gent is not a quality one Is 
i ’ concentrated 

the book tells 

and thinking 

daily toward the 

your executive 

pointers it 

executive can 

ties, grow il 

ualify for the 

ind rewards 





Some facts this book gives you: 


how to plan advancement 

the secret of executive personality 

3 best methods for improving personality 
it ways to put over your personality 

24 qguideposts to productive thinking 

it aids for making decisions 

it steps for handling worries 

how to budget time most efficiently 

12 tested techniques for giving instructions 
how to talk to groups effectively 

how to handle responsibility 

how to give yourself publicity 


SEE THIS BOOK TEN DAYS FREE — MAIL COUPON 


ae oe oe oe oe oe Se PS ean Ses irene earn 
| McGraw-Hill Book Co., 330 W. 42 St., N.Y¥.C. 18 4 
! Send me Smith's Developing Your Executive Ability ! 
I for to lays’ eXamination on approval. In 10 days 1 
J 1 will send $2.50, plus few cents postage, or return 1 
i book postpaid Postage paid on cash orders 1 
| Name | 
t vdaress | 
! 1 
I City and State 1 
l Company | 
1 — 
j Position es AB 9-16 
| For Canadian price write Embassy Book Co ] 
| 12 Richmond St. E, Toronto 1.) ! 
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offers greater opportunities, and per 
haps add something to every employee's 
pride in his or her job. 


4. Standards Proposed 
For Office Supplies 


AT A recent conference held in New 
York City by the American Standards 
Association, a program for standardiza- 
tion of office equipment, labor-saving de- 
vices used in offices, and office supplies 
was recommended, 

The conference was attended by manu- 
facturers of office equipment, office man 
agement groups, large users of office 
equipment, and government agencies. 

Purpose of the program is to bring 
about agreement on standard dimensions, 
performance requirements, and quality, 
in an effort to simplify office procedures 
and bring about greater economy in the 
use of office equipment and supplies. 

The conference recommended that the 
first work to be undertaken should be 
confined to office equipment and furni- 
ture, office supplies, and labor-saving 
office machines. 

Some groups have already developed 
standards tor use among their own mem- 
bers. Users of office equipment, lacking 
nationally recognized standards, fre- 
quently differ in their requirements. This 
has meant manufacturers must produce 
an unnecessarily large number of dif- 
ferent sizes and styles. Users of office 
equipment frequently have difficulty be- 
cause of variations in the products of 
different manufacturers. The conference 
was held at the request of the National 
Office Management Association, which 
has already started work on the estab- 
lishment of standards for some types of 


office equipment 


5. Retroactive Billing 
Waived by Nachman 


THE Nachman Corporation, Chicago 
furniture manufacturer, recently —an- 
nounced the company has waived its 
privilege to bill retroactively for any in 
creases in prices made necessary by in- 
creased costs. This is an effort to aid the 
return to normal business operations. 

Since April 30 of this vear all Nach- 
man invoices contained a clause resery 
ing the company's privilege to bill ret- 
roactively, should) prices increase. Cus 
tomers of the company have been noti 
fied by letter of this new policy. 

Vice President Anthony J. Schob_ re- 
ports: “Like many other manufacturers, 
we were forced to use the retroactive 
billing clause because of the uncertainty 
of conditions earlier in the vear. How- 
ever, not one customer was billed for 
such increases, although increases were 
warranted. Our customers use our prod- 
ucts in the fabrication of their lines of 
mattresses and upholstered furniture. It 
is obvious that the possibility of being 
billed retroactively for price increases 
left them in a precarious position in deal- 
ing with the stores which sell their prod- 
ucts. No firm price could be established 





anvwhere down the line. We believe thi 
change in policy is absolutely needed ji 
all lines of commerce, if business is t 
return quickly to the normal processs 
we must have to insure full productio 
and full employment.” 

The Nachman Corporation also ar 
nounced to its customers that all me 
chandise will be billed at firm prices 
effect at time of shipment. Should pric 
increases become necessary in the future 
notice of such increases will be give 
for acceptance, before shipment is mad 
This policy will enable manufacturer 
using Nachman products to price thei 
merchandise to their customers on 


sound basis. 


6. Office Library Used 
At Monsanto Chemical 


A BOOKCASE containing self-improv: 
ment books on such subjects as account 
ing, business administration, and sul 
jects for self-improvement has prove 
to be a desirable adjunct to the office 
of the Monsanto Chemical Company, S$ 
Louis, Missouri. 

The library was installed in the offic 
service department at Monsanto Chemic 
Company and beoks are made accessib 
to all office employees. 

Another idea that has proved effecti 
at Monsanto is the preparation of 
manual for company telephone operator 
This procedure manual states the rule 
of the company and procedure for ha 
dling the switchboard and has been pa 
ticularly helpful to introduce a ne 
operator to the job and to set up stan 
ard methods to be followed. Although 


was developed for telephone operators, 


it is used extensively throughout th 
entire organization. Preparation of th 
manual and keeping a current record « 
any changes affecting telephone pr: 
cedures is another function of the offic: 


service department. 


7. Fisk Tire Dealers to 
Use Sample Tear-Test 


FISK TIRES, Division of United Stat 
tubber Company, outlines a plan in 
promotional material to its dealers t 
letting customers test the advantages 
Butyl tubes over natural rubber tubes 
Butyl also has a wide application to 
variety of other types of products. 

The bulletin to dealers points out tha 
Butyl presents more resistance to tea 
ing. It shows how this is a feature whit 
customers can convincingly prove fo 
themselves. It suggests that Fisk deale 
take a Butyl tube and a natural rubly 
tube and cut them into samples. Then 
asks dealers to let their customers mak 
the tear-test using these two types 
samples. 

The bulletin emphasizes this is a co 
vineing method which demonstrates 
the customer that it is much more diffi 
cult to tear the Butyl sample. And it 
an effective means of showing the cu 
tomer why he'll be safer with But 


tubes. 
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A well-known design engineer complained recently that often some of his clients 


expect his firm to design a 1946 product fer production in an 1896 plant. He pointed 


out that many changes will have to be made in plants and machinery to make the 


really new products possible. This is equally true of much of the equipment used in 


many offices, which fail to meet today’s demands for more efficient clerical work 








Radically New Design in 
Postwar Perforator 


EVEN a single sheet of tissue paper 
I] actuate the cutting mechanism of 
this perforator. Other improvements 
vhich represent a complete departure 
om traditional design are embodied in 
s new product of the American Per 
rrator Company. It is the first electric 
floor model for heavy duty to operate 
vithout a flywheel or belts. Furthermore, 
perforator has never before been de- 
igned in which 95 per cent of the head 
irts are interchangeable with hand and 
foot models. 
Che streamlined cabinet base comes 
mveniently equipped with a drop leaf. 
In limited space, the Model “600” can be 
‘onverted into a portable unit for either 
esk top or built-in operation. Amazing- 
quiet, it will cancel checks, drafts, 
voices, stocks, or certificates, and is 
idaptable to many other numbering or 
iting applications where a heavy volume 
ist be handled. 


Spacer Plate Assembly 
Speeds Office Filing 


FILO is designed specifically to elim- 
nate sloppy, hard-to-handle files. The 
issembly consists of movable spacer 
lates on a rod. It is easy to install and 
vill fit any file cabinet, legal or letter 
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size. More spacer plates can be added at 
will; the rod removed. With Filo, files 
cannot slide under. They stay nearly up 
right where they can be located at a 
glance, saving file clerk’s time and 


eliminating wear on folders 


Low Cost Adding Machine 
For Small Office 


\ NEW streamlined postwar model desk 
adding machine, incorporating the sim 
plicity of former models, has been an 
nounced by Smith-Corona, Among added 
features, a tape ejector advances the 
tape to tear-off position on ae single 
stroke. Replacement of tape and ribbon 
is greatly simplified. The machine retains 
an automatie “clear” signal which shows 
on. the tape with the first figure put in 


the machine. Other features include single 





stroke total, subtotal, subtotal key, re 


peat key, as well as over-all correction. 
Because of its low cost, this model 


should have considerable appeal. Ma 


chines for delivery are expected to be 


in fair supply before the year’s end. 
The machine is hand operated and 
suitable for all general clerical uses. 


Many Helpful Aids with 
Suggestion Cabinet 


COMPANIES with suggestion systems, 
or thinking of installing them, will be 
interested in the Morton Suggestion Sys 
tem’s new cabinet shown below. With it 
comes their service, designed to make 
the functioning of the suggestion system 
is nearly automatic as possible. 

Fifty-two colorful and timely inserts, 
special inserts for important holidays 
ind bordered blanks on which the em 
plover can develop his own message, 
issure constant emplovee interest. Other 
material includes special releases ap 
propriate for house organs, bulletins, or 
inserts in pay envelopes. 

An operating manual anticipates many 
problems and needs and explains step by 
step how to meet and overcome them, 
Special problems may be referred at any 
time to the consultation bureau main 
tained bv the company \ special light 


Is one new part of the cabinet below 














Flexible Sorting Unit 
Takes Less Time 


BY PUTTING papers in a “findable’ 
condition quickly, the Evans aluminum 
sorting unit is designed to cut time and 
costs in half. It is expandable, extending 
from a minimum of 25 inches to 4 feet. 
Flexibility of use makes it adaptable to 
varied types of classification. Twelve 
compartments easily house 100 folders. 





Checkwriter Is Resistant 
To Climate 


HARD at work during the war, the 
Todd Company’s research department 
designed a greatly improved “Protecto- 
graph” checkwriter. It is completely 
automatic. Amounts set up as on an add 
ing machine, are instantly shredded into 
the paper at a touch on the sensitive trip 
bar. Many new refinements assure dis 
bursement safety, efficient operation, and 
long life of operating parts. Users in 
humid or tropical climates will be par- 
ticularly interested in the treatment of 
all interior parts to make therm resistant 
to rust and corrosion. 
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Mail Scale Designed 
For Small Office 


DETECTO’s No. 231P First Class Mail 
Seale is now available for immediate de- 
livery in quantity lots. Constructed with 
hardened steel pivots and bearings, this 
scale is built for long service and ac- 
curate balance. The weighing plate is 
sufficiently large to accommodate en- 
velopes of large size; the notched beam 
is deeply stamped, for clear and easy 
reading. A compact, accurate precision 
instrument, it is ideal for air mail, first- 
class mail and parcel post weighing up 
to 4 pounds, Firms with limited mailings 
will find it particularly suitable. 


Writing the Payroll 
In One Operation 


METHODS engineering, together with 
new materials and ideas are gradually 
reducing some of the traditionally both- 
ersome office routines to comparative sim- 
plicity. Writing the payroll in one easy 
and accurate operation is possible with 
this collating writing board. Its prin- 
cipal feature is the sliding and notched 
bar to which is attached the payroll 
register. After each entry the operator 
moves the bar up one notch. 

The light board is made of aluminum. 
It is designed so that writing is always 
done in the most natural position—the 
center of the board. A heavy cellulose 
shield protects the bottom records from 
smudging. Permanent employees’ pay- 


roll records are of heavy cardboard 
stock. Check and record are removed 
the same time after each entry. It 
made by The McBee Company 


Streamlined Projector 
Takes All Slides 


THE appearance of the Model “30.” 
comes at a time when visual educati 
devices are incorporated into industr 
programs with ever-increasing freque 
cy. Streamlined and compact in appea 
ance, this new automatic slide project 
produced by The New Picture Recor 
ing Company has many new ideas, 
The patented slide changer is ada; 
able to all types of slides; ready mour 
glass slides, and bantam. Because of j 
gravity feed principle, injury to slides 
prevented and they emerge in prop: 
order to be shown again immediately ait 
use. Another interesting feature, sli 
can be changed from a maximum distar 
of 10 feet by remote push button ce 
trol. There is also a manually operat: 


lever on the projector 
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Decorative Fixtures for 
Commercial Use 


tHIS new Colonial Woodworth cold 
ithode fluorescent lighting fixture is 


tandard for commercial use: All inter- 
il parts are interconnected and lead 
vires brought to outlet ready for splic- 
Patented safety 

Transformers 


iz to building service. 
features prevent shock. 
ind wiring are entirely enclosed. 

The fixture is made of 20 gauge steel 
A selection of 
hoxes 


vith baked enamel! finish. 
olors is available for the 
\daptable for ceiling mounting or stem 
suspension, the fixture is 8 feet by 12 
nches wide and can be ordered with two 


end 


ir four lamps. 


Small Office Cooler 
Now Available 


HIS cooler, a newcomer to the Sunroc 
Refrigeration Company’s line, is designed 
for business, industrial, and institutional 
se. Although 
features 


small, it embodies the 


same and construction as the 


he 
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company’s larger models. It has a ca 


pacity of 5 gallons of cooled drinking 


water per hour, without 
Either hermetically 


tional 


prece woling 
sealed or 
This 


designed for 


conven 


units are available smaller 
water cooler is especially 
those installations where drinking-water 


requirements are limited 





Convenient Desk Memo 
Has New Directory 


MISCELLANEOUS 
are all 
Memo, a product of the Norwood Equip 


desk accessories 


provided for in the De Luxe 


ment Company. In addition, a personal 


telephone directory with a capacity of 


over 400 names has been added to the 


new model. Space is provided on the 
corner of the book for imprinting of a 
donor’s name or advertisement. The con 
tinuous memorandum roll is 250 feet long 
An extra large writing surface is close 
to the desk and at a practical height for 
writing. Fully enclosed, the all-steel case 
be obtained in a hammered bronze 


finish 


may 
or baked-on-enamel 


Cabinet Helps Workers 


Keep Goggles Clean 


FOGGY 
costly errors and accidents. The M.S.A 


goggles are responsible for 
goggle cleaning cabinet makes cleaning 
quick and easy. Designed for convenient 
wall mounting, it is equipped with an 
efficient lens 
agent, as well as wiping tissues. By a 


cleaning and anti-fogging 


turn of the dial, the correct amount of 
cleaning agent is applied to both lenses. 
A compartment is provided for addi 
tional supplies and another for disposal 
of waste. Its ease of operation encour- 
ages workers to wear and keep goggles 


clean. 
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This site adjoins the St. Louis 
Municipal Airport and the 
Wabash Railroad right-of-way 

exclusively served by the 
Wabash and within the St. 
Louis switching limits. It ad- 
joins property recently acquir- 
ed for an $8,000,000 automo- 
bile assembly plant just 
16 miles from St. Louis Union 
Station. 


We will be glad to furnish 
full particulars concerning this 
or any other site in the vast 
Heart of America area that the 
Wabash serves. Call or write: 
H. H. McIntyre, Industrial 
Avent, Wabash Railroad Co., 


Room 1448-A Railway Ex- 
change Bldg., St. Louis 1, 


Missouri. 





& ~Fellow the Flag” 








WABASH 
RAILROAD 


Serving the HEART of America! 
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Recent events indicate that one of the great needs in business today is leadership. 
‘‘Business is no longer the simple process of making something and selling it... 
If we are ever to have anything better than a business civilization, it is business- 


men themselves who must bring it about. They are the leaders of society,’ Robert 
Maynard Hutchins, chancellor of the University of Chicago, said in a recent talk 
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Old Employees Best Source for New Ones 
Zenith Radio Believes 


With awards of the 
pany’s own scarce products to 
spur them on in an_ all-out 
woman hunt, 191 old employees 
of Zenith Radio Corporation, 
responded with 286 
New recruits 
continued to pour in after the 
contest ended as _ employees, 
eager to assist in getting pro- 
duction lines into full swing, 
continued their efforts. 

Offspring of a_ tight 


coni- 


Chicago, 
new employees. 


labor 
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market, the unique recruiting 
campaign paid off handsomely 
in other respects: A higher type 
of recruit than obtained 
through random advertising; 
less labor turnover. 

Leonard Ellsworth, Zenith’s 
employment manager, is strong 
for merchandise awards. There 
is, he believes, no monetary 
award in keeping with the satis- 
taction felt by the employee 
who helps friend and company. 


Charity Put on Business Basis by 
Buffalo Forge Fund Plan 


Last December 28 a plan went 
into effect which does credit to 
the heads as well as the hearts 
of its originators. At that time 
the Buffalo Forge Company 
Employees Consolidated Chari- 
ties Fund was_ incorporated. 
Known familiarly around the 
plant as “The Fund,” it puts 
charity on a 
thereby eliminating the costly 
fuss and disturbance of most 
plant drives. 

While Buffalo 
helped = and 
plan, The Fund is managed en- 
tirely by duly elected repre- 
sentatives of the employees. 
Nine trustees, chosen from the 
various departments, sit for an 
hour and a half each month on 
company time, listen to the ap- 
peal of some charity, then take 
such action as they see fit. All 
trustees are bonded, 

Although he has no vote, the 
personnel manager sits in at 
each meeting of the trustees as 
the company representative to 
advise and help. He likewise 
handles public relations for The 
Fund. 

Fach employee who belongs 
to this organization contributes 
approximately an hour's pay 
per month to The Fund. This 
money is syphoned off in the 
same manner as social security, 


business _ basis, 


Forge has 
encouraged — this 


insurance, hospitalization, and 
the like. Collectively these 
monthly contributions amount, 
at present, to about $1,000 each 
month. 

While the money thus de- 
ducted is hardly missed by the 
individual, it is more than he 
or she would ordinarily con- 
tribute under the old method of 
plant solicitation. Then, too, the 
field of giving is materially 


broadened. Where before or 
two charity drives per ye 
were feasible—the Communi 
Chest and the Red Cross—it 
now possible to consider the 
appeal of any worthy chari 
and act upon it promptly. 
One of the nicest features 
the plan is the flower account 
In case of the death of a fellow 
employee, it is no longer neces 
sary to solicit small sums fron 
the workers. Here, likewise, t 
field is broadened to include t 
employee’s wife or 
mother or father. 
check is drawn 
Fred Jordan. 


husbar (i, 
In such 
event, a 


The Fund. 


Company Announces 
Pension Plans 


A large number of TelAuto 
graph Corporation employees 
remain with the company tor 
long years and grow old in its 
service. Sixty-six names head 
its list of old-timers. The 
cumulation of these years of 
experience and knowledge is 
recognized as an asset of great 
value by the company. In the 
bulletin to employees announc- 
ing its new pension plan, the 
company stated one purpose otf 
the plan was to encourage s1 
records. 

All employees who have « 
pleted 2 years of continuous 
employment are 
amount of pension is 
mined by employee earnings 
and length of service. Liberal 
provision is also made for re- 
turned veterans and emplovees 


eligible. The 
deter- 


who are already over 60 years 
of age. 
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Spiegel Finds Fishing Good with 
New Type of “ Want Ads” 


Desperate executives, won- 
ering if it’s really true that 
| the secretaries have left 
wn, might take a look at the 
{ illustrated here. It’s pulling 
em in. 
Most “want ads” are as alike 
sardines in a can, with only 
e descriptive adjectives dif- 
erent. Spiegel, Chicago mail- 
«der house, considers the con- 
entional listing dull in sales 
peal. It also proves confus- 
Furthermore, the company 
s observed that in the con- 
iry fashion of women, girls 
often arrive with their hearts 
on a choice job already 
led or entirely beyond their 
ipabilities. Often they refuse 
he reconciled to anything 
se. Purposely, no specific po- 


sitions are mentioned in these 
ads. 

Although the ad reproduced 
here is directed to stenographic 
help, Spiegel much un- 
skilled help as sorters, punch- 
ers, pasters, and packers. In 
appealing to them, the white- 
collar nature of the work is 
stressed. Emphasis is placed on 
future opportunities for begin- 
ners in these jobs. 


uses 


During the shortage of news- 
print and the accompanying ra- 
tioning of advertising 
Spiegel tested the drawing 
power of these ads in neighbor- 
hood papers, and found them 
effective. Later, they were re 


space, 


leased to leading papers. 
Spiegel employees are used 
as models. 


Retail Stores Cooperate with Company 
To Furnish Employee Pictures 


Any house magazine editor 
sho has thought of using real 
employees instead of stock or 
veney pictures to illustrate the 
idies’ page fashions, has prob- 
bly been stopped cold by a 
couple of things. Girls in as- 


sembly line overalls are hard 
to visualize as whistle-bait. Be- 
sides that, glamour pictures 
cost money. 

Elizabeth Faber, editor, A. 
Schrader’s Son Divers News, 
proves what every woman 


knows: With the right props, 
the average American girl is a 
real candidate for pin-up hon- 
ors. Moreover, Miss Faber has 
inother angle. Most of the com- 
pany’s and their 
Brooklyn. In 


employees 
families live in 
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exchange for the free publicity 
they receive, Brooklyn 
are pleased to 
clothes and take glamour-girl 
photos of the kind it would be 
difficult and expensive for the 
magazine itself to make. 
Inexpensive apparel of the 
type which would not strain 
any employee’s budget is se- 
lected. Girls from various de- 
partments are delighted to act 
as models and employee-readers 


stores 
furnish the 


are enthusiastic about the per- 
sonal touch the page has. Copy 
ties in with illustration. 

From the sample shown be- 
low, it is easy to see why this 
page was an overwhelming fa- 
vorite of men 
the war. 


overseas during 
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80 Words a Minute... or Just 30? 


THERE’S A TYPEWRITER WAITING FOR YOU AT SPIEGELS 


ke in the 


Employment Office Open Daily 8 A.M. to 5 P.M., Saturdays Until 2 P.M. 


1038 W. 3STH STREET SPI E(j E | TAKE STREETCAR TO DOOR 


How Caterpillar Helps New Workers 
Make Themselves at Home 


Companies with long records 


of successful employee rela- 
tions generally regard a well- 


integrated sports program as 
one of the primary 


making employees feel they are 


means of 


part of the group. 

To assist employees in find- 
ing their place quickly in the 
activities of the company fam- 
ily, Caterpillar Tractor Com- 
pany published an attractive 
booklet describing its extensive 
sports program. Almost every 
conceivable type of sports and 
hobby is represented: Chess, 
horseshoe league, camera club, 
and shooting 


The company also has many of 


riding, fishing, 


the more conventional types of 


sport such as_ baseball and 
basketball. The Credit Union 
and Employees’ Relief Asso 
ciation also receive a_ para- 


graph. In addition, the booklet 
gives information about tickets, 
schedules, and past records. 
Plentifully illustrated 
photographs and humorous car 


with 


toons, the booklet has plenty of 
eye appeal and should serve as 
an ideal guide for employees 
who are at a know 


where to begin 


loss to 


New Coleman Booklet 


Well Conceived 


In an effort to break away 
from the old-fashioned type of 
“rule” booklet which both talks 
down and lectures to employees, 
too many companies have gone 
to the other extreme. The Cole 
man Company, Wichita, Kansas, 
has a new booklet which strikes 
Called Life at 
Year by Year, 


a fine balance. 
Coleman com- 


pany viewpoints and sugges- 
tions for employee behavior are 
presented in such a fashion as 
to have the proper weight and 


authority. At the same time, it 


is attractive without being 
frivolous 
59 








Office Machine 
Stands 


w Sturdy 16- 
by /6-inch 
wood top 







*% Solid, weighted 
metal base 


% Smooth-rolling 
2-inch casters 


% Choice of colors 
and finishes 


MODEL | 


% Choice of models 
to meet every 
need 


MANUFACTURING 
COMPANY 


Grand Rapids, Mich 


$6 lonia Ave., SW 





AN EMPLOYEE MAGAZINE 
WITHOUT EMPLOYEE 
MAGAZINE HEADACHES 


© No full time editor required 

® No editorial work necessary 

® No production headaches 

® No cuts to buy or printing to do 

If you have always wanted an em- 
ployee magazine of your own, as 
an aid to increased production, as 
an aid to employee morale... as 
a means of holding your organiza- 
tion together—this is the answer... 
Let N.R.B. edit and print your magazine 
for you at an astonishingly low cost. 


. 
N.R.B. is the world’s largest producer 
of employee magazines. 
38 e 
WRITE FOR COMPLETE 
INFORMATION TODAY 
The National Research Bureau, Inc. 
National Research Building 
415 North Dearborn St., Dept. ME 
Chicago 10, Il. 
I may be interested in your employee mag- 


azine plan. Write me about it--without 
obligation on my part. 

Name 

Position 

Company 

Street 


City Zone State 








fee PEACH TO COMPANY LETTERHEAL———— 
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The following literature is of 
special interest to executives 
active in business manage- 
ment. Unless otherwise stated, 
it will be sent upon request to 
either the company or editor. 
It is current, and requests for 
this literature received several 
months after date of this is- 
sue may find supplies of the 
various booklets are exhausted. 





961. COLORADO SPRINGS. A _ region 
nationally famous for its scenic beauties, 
fine climate, and recreational facilities 
puts its other foot forward. In a_ nicely 
illustrated, well-documented booklet, the 
utilities and resources of the Pikes Peak 
region are outlined for the benetit of 


business and industry. 


* . * 


962. A WORLD OF NEIGHBORS. Pan 
American World 
globe in 40 colorful, information packed 


\irways spans the 


pages. Its booklet is designed to intrigue 
the prospective tourist with “portraits” 
of all parts of the world supplemented 
by vivid word description, and to interest 
the businessman with facts and figures 
on world trade. 

963. A COMMERCIAL SURVEY OF 
SOUTH AMERICA. The Illinois Cen- 
tral Railroad decided to introduce South 
America to the tremendous industrial 
und agricultural Middle West, and to 
iscertain accurate, on-the-spot informa- 
tion respecting future trade possibilities 
with South America. This 24-page book- 
let comprises a report of the two emis- 


saries assigned to the mission. 


964. DU PONT COLOR CONDITION- 
ING FOR INDUSTRY. Du Pont has 
devoted vears of scientific research to the 
functional use of color. Thirty-two pages 
demonstrate how, with proper use, color 
can improve production and increase em- 
ployee efficiency throughout the plant 
ind office. Colorful pictures illustrate 


points from the text 


965. DECALCOMANIA SIGN AD 
VISOR. Signs convey more commercial 
ind) so noncommercial information than 
probably any other medium. A multitude 
of functional uses of the Decalcomania 
method of machine painting is outlined 
in this 20-page booklet by The Meyer 
cord Company. Its services and labora 


tory tests are also described 


966. A BETTER WAY TO FINANCE 
YOUR BUSINESS. Perhaps the highest 
price a businessman pays for money is 
the price he pays for lack of it. Docu 
mented with charts which are practically 
time-and-motion studies of the cost of 
money, Commercial Credit Company 
offers an explanation and description of 
its financing plans. Its 32-page booklet 
also gives interesting accounts of prac 
tical instances where its services have 
been helpful. 

967. BETTER IMPRESSIONS. Any i 
this series of publications of The Mea 
Sales Company, which demonstrate the 
characteristics and performance of. it 
fine paper products, are practicall 
museum pieces of printing and advertis 
ing art. This beautiful edition (Volum: 
6, No. 2) contains some amusing an 
thought-provoking comments on adver 
tising and sales manners and morals. 


* * * 


968. THE DYNAMIC BUDGE! 
McClure, Hadden & Ortman, Inc., man 
iwement engineers, demonstrates, in si 
case studies of widely selected subjects, 
how it is possible to plot and scrutinize 
the ratio of fixed costs against indus 
try standards. To do this it uses th 
break-even chart, management’s tool fo 
interpreting the sales situation to man 
ivement. 

969. SALVAGE YOUR PROBLEM 
IS OUR BUSINESS. By analyzing sa 
vage materials and determining marke 
values, the James Flett Organizatior 
specializes in efficient and profitabl 
salvage operation. The booklet describ 
the company’s methods, personnel, ani 
case history of clients in various fields 


9610. CONTROL YOUR INVENTORY 
Wheeldex makes possible instant refer 
ence and direct posting of all old ar 
new parts. This pamphlet describes 
operation of the system and furnishes 
samples of the forms which, incorporate: 
in Wheeldex units, leave the operator 
hands free and eliminate confusion 


locating needed information. 


9611. WHY HIS BEST STENOG 
RAPHER QUIT. Copyholders are prac 
tically a transcribing necessity for ever: 
office. A leaflet by the Dawn Manutfac 
turing Company describes the opera 

ing features of Error-No. By holding 
copy at eve level, this all-purpose cop 

holder eliminates side-reading and 


tigue-producing eyestrain. 
« * * 


9612. LABORATORY TESTED SUP 
PLIES. Quality supplies and_ solutio 
ire all-important in duplicating work 
Tested individually and collectively, 

supplies described in this folder fri 
Davidson Manufacturing Corporati 
complement and aid each other whe 
used as a complete set to produce 
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Payroll 
Calculators 


IMMEDIATE DELIVERY 


One Hand 
Operates 
The Other 
Writes 
WITHHOLDING TAX CALCULATORS 


Showing the Verified OAB Tax and the 
Withholding Tax—Furnished in Weekly, Bi- 
weekly, Semi-monthly & Monthly 


“Percentage Basis ” 


PAY ROLL CALCULATORS 
(Showing Regular Overtime & Total Pay 
In 1/4 or 1/10 Hour Basis) 


Meilicke Systems, Inc. 
3458-A North Clark St., Chicago (3, Ill. 











PERSONNEL 
PROBLEMS 






mai- Zs 


Job Evaluation 
Aptitude Tests 
Morale Surveys 
Policies, etc. 


Benge Associates 


HU-MANAGEMENT ENGINEERS 
20 No. Wacker Drive, Chicago 6, Ill. 
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PHONE PRIVACY 
Office Quiet — Better Hearing 
“Hush-A-Phone”’ 
Models for E-1 and F-1 Handset 
Phone; Pedestal Phone; Switch 

board and Dictating Machines 


A Unique Gift 
HUSH-A-PHONE CORP. 


; 43 W. 16th St., N.Y. 11 
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9613. POINT YOUR FINGER AND 
TALK. Operadio introduces its depend 
able intercommunication service for 


business offices, plant " 


stitutions. This small folder illustrates 


small and in 


the interesting possibilities of Flexifone, 
the various models, and use of thi 


modern method of interco: nication 


9614. SECRETS OF GOOD PROJE(¢ 


TION. With movies and slidefilms bei uy 
increasingly utilized by business and ir 
dustry, novices and experts alike wil 
find the booklet of great interest. In it 
are discussed various projection prol 


lems. Published by Radiant Manufactur 
ing Corporation 


9615. DEPRECIATION Vs 
LESCENCE 


in terms of obsolescence, point out that 


OBSO 


Operating men, thinking 


a man’s productivity is no longer meas 
ured ly the time he works This pan 
phlet by the Kearney & Trecker Cor 
productivity 


measured’ by the capacity and 


poration discusses man’s 
efficier c\ 


of the machine he operates It also il 


lustrates how long-term depreciation, 
without consideration of obsolescence, 
can adversely affect a company’s opera 
tions. 

* mM " 


Re quests for these booklets may be sent 
either direct to the company, or check 
the number below, clip and attach your 
company letterhead and mail to the 
Editor, AMERICAN Business, {660 Ravens 
wood Avenue, Chicago 40, Illinois 


961. Colorado Springs Chamber of Com 
merce, 121 E. Pikes Peak Ave., 
Colorado Springs, Colo 

962. Pan American World Airways, 
135 E. 42nd St., New York 17 

963. Illinois Central Railroad, 135 E 
Eleventh Place, Chicago 5. 

964. E. I. du Pont de Nemours & Com 
pany, Finishes Division, 7152 
Du Pont Bldg., Wilmington 98, 
Delaware 

965. The Meyercord Company, 5323 W 
Lake St., Chicago 44 

966. Commercial Credit Company, 14 
Light St., Baltimore 2, Md 

967. The Mead Sales Company, 816 
Ledger Bldg., Philadelphia 6 

968. McClure, Hadden & Ortman, Inc., 
75 FE. Wacker Drive, Chicago 1 

969. James Flett Organization, 400 \W 
Madison St., Chicago 6 

9610. Wheeldex Manufacturing Com 
pany, 53 Park Row, New York 7 

9611. Dawn Manufacturing Company, 
Division of Tlall-Welter Co., Ine., 
Rochester 7, N. ¥ 

9612. Davidson Manufacturing 
tion, 1020 W Adams St., Chi 


cago 7 


Corpora 


9618. Operadio Manufacturing Company, 
St. Charles, Hl 

9614. Radiant Manufacturing Corpora 
tion, L144 W. Superior St., Chi 
cago 22 

9615. Kearney & ‘Trecket 
Milwaukee 4, Wi 


Corporation, 


CUT WASTE 


Your Employees Are in a Position to 
Make Money Saving Suggestions 


NUMBER of companies have 
proved that many practical 
ideas which are now part of their 
postwar program, came from the 
rank and file employees through 
their Employees’ Suggestion Sys- 
tem. Companies are capitalizing 
profitably on the many ideas com- 
ing from their employees, some of 
which solve problems with which 
they are confronted not only in re- 
conversion but in facing competi- 
tive markets in production as well 
as sales. The other and perhaps the 
most important value is that the 
Employees’ Suggestion System is a 
proved medium for bettering the 
relationship between employees 
and management. 
Sets of specialized Suggestion 
System posters for the following 
industries: 


Agricultural Implement and Equipment 
Automotive and Parts Manufacturing 


Aviation Manufacturing and Transpor- 
tation 


Electrical Equipment, Appliance, and 
Apparatus 


Food Products 

Merchandising and Chain Store 

Metal Products Manufacturing 

Paper and Pulp 

Petroleum 

Radio and Communication 

Railroad and Transportation 

Steel and Iron, Production and Foundry 
Textile 

Utilities (Power, Electric, Gas and Water) 


Complete Unit on 
Outright 
OWNERSHIP 
BASIS 


5 57°" 


Prices in quanti 
ties as low as 
$38.00 cach com 
plete unit. Write 
for copy of our 


new broadside 





INDUSTRIAL EQUITIES, INC. 


Board of Trade Bidg. 


CHICAGO 4, ILL. 











mae SHRED ALL 


WASTE PAPER SHREDDER 


magazines 
tissue, cellophane, corru- 
gated cartons, wax paper, etc., into uniform 
resilient strands ideal for packing pur- 


Quickly shreds newspapers, 
waste paper, 


poses. Especially adapted to shredding 
confidental records, blueprints, etc., per- 
mitting the return of this high-grade paper 
to the paper mills, for re-use. 


Compact, economical, safe. All re- 
volving parts are covered. Instantly 
adjustable. Shreds %" to %". De- 
signed for continuous and trouble- 
free service. 












WITHOUT OBLIGATION 
Any sample submitted will be 
shredded to your specification 
and returned, Without Obligation 





UNIVERSAL SHREDDER COMPANY 
SAGINAW, MICHIGAN 


“ COPYING COSTS - 


Make Photocopies 
In Your Own Office 


Or Plant! new handy unit copies 
anything...quickly, eas- 
ily, at low cost. SAVES 
Time, Money, Labor. 


with APECO quickly 
make copies of: 
LETTERS 
VALUABLE PAPERS 
BLUE PRINTS 
FINANCIAL DATA 
PICTURES 
CHARTS 
CLIPPINGS 
CONTRACTS 
(over 100 others) 


Copeea Anything! 
AMERICA'S MOST WIDELY 
USED PHOTOCOPY EQUIPMENT 


Now—with APECO—you can easily make per- 
manent, error-proof, legally accepted copies... 


l-a-minute . 
printed, 
both sides . . 


of anything written, typed, 
drawn or photographed, even if on 
. tight in your own office or plant. 


APECO photocopies cost less than the price of a 
phone call! No darkroom or technical know ledge 


needed . 
Get the facts, 
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. any boy or girl can operate APECO. 
TODAY! 


MAIL COUPON NOW! 
AMERICAN PHOTOCOPY EQUIPMENT CO., 
2849 N. Clark St., Dept. D96 
Chicago 14, Ill. 
Send your FREE 20-page illus- 
trated book on Photocopying 
and its savings in time, money and labor. 





Name 
Company 
Title 
Address 
City & State 
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NEW BOOKS 





ECONOMICS IN ONE 
Henry Hazlitt. Of course, 
be a popular book, for the very simple 
reason it many things we 
want to believe as being untrue. But the 
hook read widely. If we 
could, by some magic power, induce many 
people to read it, we might more 
industrial peace in this country, fewer 
silly fewer trade barriers between 
states, and certainly less silly opposition 
to the profits earned by business and in- 
dustry. Taking the latter subject, profits, 
Mr. Hazlitt points out, and proves, that 
profits do not bulk large in our total 

other words, if all the 
earned as profits were dis- 


LESSON. By 
this will never 


shows up 
needs to be 
have 


laws, 


economy. In 
money now 
tributed evenly among the total popula- 
tion, there wouldn’t be enough to make 
anyone happier. He shows that the net 
income of incorporated business between 
the years of 1929 and 1943 averaged less 
than 5 per cent of the national income. It 
takes a little book of this nature to re- 
mind us that the income tax statistics 
from 1930 to 1938 indicate the number 
of corporations that showed a loss ex- 
ceeded the number that showed a profit. 
Yet, as Mr. Hazlitt says, “Profits are the 
form of income toward which there is 
most hostility.” 
While we are 


wholly discouraged as 


to any possible means of getting the 
truth about economics read by a great 


number of people, we are willing to sug- 
gest that every find it 
profitable to encourage the reading of 
book. The reason for this is that 
business badly more clear think- 
ing about its problems, and about its re- 
whole. There 


employer may 


this 
needs 


lationship to society as a 
is a group, or perhaps we should say, a 


number of groups of people in this 
country, some in high government. posi- 
tions, Who seem to think business can 
survive no matter what is done to dis- 
courage it. Mr. Hazlitt attacks one 
economic fallacy after another, and in 
simplest terms demolishes them. He 


points out with mountain-stream clarity 
that it is full production full 
rather, pro- 


and not 
employment we full 
duction comes first and full employment 
production 


need 


next; and production and 


only can determine our living standards. 


Harper & Brothers, $2.00. 
OF BUSINESS OR 


By William R. Spriegel. 
600 which 


PRINCIPLES 
GANIZATION. 
\ textbook of 
attempts to 
Spreading itself out so thin that none of 


nearly pages 


cover too much ground. 
the chapters are comprehensive, the book 
but may 


students 


to business 
textbook for 
of our busi- 


is of limited value 
be excellent as a 

know little or 
The book’s few 
forms that are 


who nothing 


ness system. illustrations 
are badly printed, and the 
reproduced are generally obsolete in de- 
Hall. $6.35. 


sign. Prentice 


L 






DARTNELL REP 


ORT No. 542 


Accepted Standards of 
Working Conditions 


For Office 


Would you like 
lunch 
and other 
against other offices? 


and rest 


The new Dartnell 


ture of the working 


employees in a 


panies. You can use 


check your own polic 


of suggestions for possible 


ments of working 
It covers everything 
vacation 
help, office 
and 


periods, 
to office 
promotions 
scriptions, and job 
Here are some of the 


THIS REPORT CONTA 


Charts showing 
working hours office 
employees prefer 


Survey of lunch 
hours, rest periods. 
overtime pay plans 


Vacation policies for 
office workers 
Life. health. hos- 


pital, and other in- 
surance plans used 


Office job 


as determined 


deserip- 


to check your office 


periods, 


number of 


hours 
policies, 
parties, 


salar 


Employees 


hours, 


vacation policies, 


working conditions in your office 


Report No. 542 just off 
the press makes available 


a complete pic- 
conditions of office 


selected com- 


this Report both to 
ies and as a source 
future improve- 


conditions in your office. 


. lunch and rest 
insurance, loan- 
Saturday work 
y reviews, job de- 
evaluation methods 
features. 


INS: 
Minimum salarie- 
and working rule~ 


set by office union< 


Method for setting 
up office worker job 


evaluation plan 
forms used, rating 
charts, ete. 

Policies on making 


loans to office em 
ployees, recreation 
and welfare. 


Policies on office 


birthday-~ 


tions parties, 

by NLRB farewell gifts, ete. 
80 typewritten pages PRICE 
Slo by inches—with 

exhibits and index. Com- $ 

plete in loose-leaf, dur- e 

able, leatherette binder 


The Dartnell Corporation 

1660 Ravenswood Avenues 

Chicago 40, Ulinois 

Send immediately on 10 days’ approval you 
Report No. 542—“WORKING CONDI 
TIONS IN 222 OFFICES.” Bill compa 

35.00, 

Individual 

Position 

Company 

Street 

City Zone State 
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WHERE TO BUY IT 








Steel Guide Tabs 








Unbreakable spring Jaws 
clamp them firmly to cards but 
permit removal or rearrangement. 
Large openings covered by trans- 
parent pyroxylin, white, blue, green, yellow, pink or red. 
tnsertabie labels in perforated strips for typing. 
2 Sizes, lin. wide and 2in. Tops straight, or bent back. 
Sold by best stationers, U.S. and foreign, or sent post- 
paid to responsible firms on 30 days trial. Price list free. 
Now filling orders promptly 

Samples (5 or less) 2 cents each 

1,000 used by Dennison Manufacturing Co. 


CHAS. C. SMITH, Mfr., Box 397, Exeter, Nebr. 





Steel Signals 





THIS 
CARD 
OF 


Signal vital facts with Cook’s File 
Signals—automatic reminders, in- 
valuable for classifying, indexing 
data. Card of actual samples (all 
styles, colors) free ; no obligation. 
The H. C. Cook Co., 38 Beaver St. 


Ansonia, Conn. 





MANAGEMENT SERVICE 











RALPH W. ELLS 
MANAGEMENT CONSULTANT 
specializing in 
Job Evaluation 
Personnel Programs 
Salary and Wage Administration 


1001 Commerce Bldg., Kansas City 6, Mo. 

















Cut Costs with 


DARTNELL FORMS 


Save Time and Money 


SALESMAN’S APPLICATION BLank — Used 
by more than 3,000 concerns to find weak 
points in applicants for positions as sales- 
men. A four-page form embodying best 
features of many forms. 81/,x11 inches. 


Write for FREE Samples 


DARTNELL CORPORATION, Publishers 
4660 Ravenswood Ave., Chicago 40, Ill. 
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SERVICES and SUPPLIES 








Executives Wanted 





SALARIED POSITIONS 


$2,500—325,000 


his thoroughly organized confidential ser- 
vice of 36 years’ recognized standing and 
reputation carries on preliminary neotia- 
tions for supervisory, technical and execu- 


tive positions of the caliber indicated. Re- 
taining fee protected by refund provision. 
Identity covered and present position pro- 
tected. Send only name and address for 
details. R. W. BIXBY, INC., 201 Dun Bldg 
3uffalo 2 -_ 





Branch Office Services 





VARIOUS PLANS, Folder free. PROTEC- 
TION INCORPORATED, Confederation Bldg 
Montreal, Canada 





Inventions for Sale 





EXPLOIT NEW INVENTIONS and mak: 
money. Write for our free classification sheet 
of inventions for sale. ADAM FISHER CO., 
11 Enright, St. Louis, Mo 





Used Business Equipment 





WHAT OFFICE EQUIPMENT DO YOU NEED? 
or want to sell? We buy and sell all kinds of 
office equipment, specializing in Visible Equip- 
ment, such as Kardex, Acme, International 
Visible, and other makes. Write us. 

E. H. HEINEMAN, 4 N. Sth St., St. Louis, Mo. 





Posteard Advertising 








DYNAMIC! 


Flash and 
Your Me 


ATTENTION GETTING! 
Border Postcards Give 


Punch It Needs 


Royal 


ssage the 
send for samples today 


AUPFER PRINTING COMPANY 


501 8S. Jefferson St. Chicago 7. Ulinvi« 














Tax Reports 





TAX REPORTS 
ALVIN BANTIEN 


Prepared. Bookkeepiny 
Armada, Michigan 





Microfilming 





QUALITY 

ineering drawings, 

able prices. BRULATOUR’S s 

MICROFILMING 847 Wyoming Avenu 
cw 


Maywood Jersey 


MICROFILMING! Checks to en- 
16mm. or 35mm. Reason- 








Send for Your Copy Today! 


THE 146-PAGE DARTNELL CATALOG OF 
BUSINESS BOOKS, SERVICES, FILMs 








Need a I nit salesmer W 
1uthentic w rmatior I ra g 
an employee manuat? Interested in checking 
yout ~ smen’s auto eX pense allowances 

ainst lates act s The Dartnell C: 
log will show you he to get this informa- 
tion and much n e. It contains a complete 
s Da ll books, reports, and 

nployee t . i-slidefilms. Write for 
copy today t's availab free of charge 


THE DARTNELL CORPORATION 


1660 Ravenswood Avenue, Chicago 40, Hlinoi. 





Please Mention 
“AMERICAN BUSINESS” 


When Writing to Advertisers 
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prosperity for America, A consulting econ- 
omist for a number of Chicago financial houses 
thinks prosperity will be hanging around for 5 
years at least. Both agree the boom we are 
riding will have its ups and downs. The build- 
ing boom, for example, now going big: guns, is 
likely to bust next October, according to CPA 
dopesters. They say we are rapidly pricing 
ourselves out of residential building markets. 
They note three danger signs: (1) Prices on 
old homes have stopped rising; (2) the sale of 
new houses has slowed down; (3) offers of in- 
vestment money are harder to find. Moreover, 
100,000 additional skilled mechanics are 
needed to carry through a building construe- 
tion program such as optimists talk about. 
They have still to be trained. Added to the 
possibility of a sag in 1947 building is the pos- 
sibility of a break in farm prices, if and when 
our foreign market dries up. Forty per cent of 
the wheat crop this year was exported. Should 
that proportion of the 1947 crop become a sur- 
plus, prices will take a nose dive, and farm 
lands will toboggan with them. But a short 
slowdown, if no worse than the 1921 bust 
which came in the wake of World War I, 
would not be without its silver lining. Some 
prices have climbed too far too fast. Wages 
are badly out of line with other costs. In Chi- 
‘ago, for example, yardmen are asking and 
receiving $1.50 an hour (without the benefit of 
any union, incidentally) compared with 50 
cents prewar. An adjustment period might 
clear the air and set the stage for a relatively 
longer period of good business. 


White-Collar Salaries 


According to a survey of 1,390 companies, 
salary increases to office workers compare fa- 
vorably with those granted production and 
sales workers. This is as it should be. It would 
be too bad if workers in American business 
offices had to join a union to get a fair share 
of the sales dollar. The fact that out of 12,- 
000,000 white-collar workers, only 750,00 are 
claimed as members by AFL and CIO unions 
(a figure which is probably greatly exag- 
gerated) indicates office employees prefer to 
bargain individually rather than collectively. 
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Curiously enough a California economist, an 
official of one of San Francisco’s office workers’ 
unions—Dr. George Hedley of Mills College 

is convineed, according to a press dispatch. 
the economic salvation of the white-collar 
workers of America, rests not in union or- 
ganization but in increased production and 
employer interest. Dr. Hedley undoubtedly 
has in mind the further mechanization of of- 
fices. By providing employees with cost-cutting 
equipment and methods which will enable them 
to do more work in the same number of hours, 
it becomes possible for the employer to increas« 
salaries without affecting profits. The fact that 
the history of office management, from the 
very first years when typewriters were intro- 
duced, reflects just such a practice, is proof 
Dr. Hedley is right. It is reassuring to hear a 
friend of labor take the position that before 
income or wealth can be distributed, it must 
first be created. Too many labor leaders have 
muffed this ball. Instead of urging: moderniza- 
tion of plants and offices, they have fought the 
installation of cost-cutting machinery on the 
grounds it displaces workers. Nothing could b 
further from the truth. 


Clerical Tests 


There is a well-worn gag that during the 
war the only test used by office managers was 
to take an applicant over to a typewriter, and 
if she knew it was a typewriter without being 
prompted, she was hired. As the supply of 
office workers catches up with jobs, more and 
more office managers, according to a Dartnell 
study, plan to establish employment pro- 
cedures based on dexterity, intelligence, and 
aptitude tests. There is enough favorable ex- 
perience with tests to justify an extension of 
the practice, at least for screening applicants. 
One company, for example, reports a 20 pe: 
cent increase in the efficiency of newly em- 
ployed office workers as a result of preemploy- 
ment tests. In our opinion, however, it is « 
mistake to place too much dependence on 
psychological tests in selecting oftice personnel. 
To be dependable, tests need to be carefully 
validated. They also need to be tailored to th« 
individual requirements of a business, and even 
to the type of work to be done.—J. C. A. 
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